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These men have re-inforced the foundation of their life insur- 
ance careers through the 4tna’s intensive five-week Life Insur- 


ance Course. 


Embracing a thorough study of the life insurance contract and 
its application in the field of life underwriting, the compre- 
hensive curriculum emphasizes Ztna’s exclusive Estate Control 
Plan. 


The fall session of the Etna Life Insurance School will begin on 
October 2, 1939 and continue for five weeks. 


ETNA LIFE INSURANCE SCHOOL 
HARTFORD, CONNECTICUT 





FRIDAY, AUGUST 25, 1939 
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An Outstanding 
New Book for Life Underwriters 





CORPORATION & 


PARTNERSHIP INSURANCE. 


by 


LEoNn GILBERT Simon, Author of 


“Business Insurance”, “Business Security”, et al 


Uppermost in the minds of many leading underwriters today is the technique 
of applying life insurance to every day business needs and the procedure to be 
followed in order to best protect through life insurance, the interests of all con- 
cerned—the insureds, the beneficiaries and the business itself. Business and pro- 
fessional men, particularly in times like these have a most definite need for 
protecting their important life values, and interests in the business. Here is a 
timely new book covering business insurance from every angle, the stockholder, 
the partner and the sole proprietor, and written by an expert who has long 
specialized in this constantly growing field. 


For the Salesman—not too technical! 


Underwriters everywhere will be greatly benefited by “Corporation and Part- 
nership Insurance”, Leon Gilbert Simon’s latest contribution to life insurance 
literature. Mr. Simon not only knows “how to sell it” but also has a marvelous 
ability in “telling you how to do it”. He has been one of the largest writers in the 
United States for many years and has given more than 100 successful talks on the 
subject all over the country. Mr. Simon is well known nationally, having written 
the book “Business Insurance”—a best seller of nearly ten years ago and several 
other widely used texts. “Corporation and Partnership Insurance” brings this 


older volume up to the minute with all the latest advances made in this special line. 


Single Copy $2.50, lower in quantities 


While thorough and exact in statement; its language, however, is simple and 


understandable to the prospect as well as the underwriter. 


Gives All the ‘‘Essentials” 


“Corporation and Partnership Insurance” not only gives all 
the essentials needed for a full understanding of the “fundamentals” 
from every angle but also is just loaded with effective selling material 
—covering how to approach, what to say and what to stress, how to 
work up the necessary agreements between the parties concerned and 
many other points of sales strategy. It answers all the raft of ques- 

_ tions that have been put to the author in his numerous “open forum” 
discussions. Long tested and perfected methods of presentation are 
given in detail. Actual interviews covering all types of situations are 
presented in the very words that sold the cases. 


Specimen “Agreements” Shown 


Trusteeship and the Legal Agreements necessary in so many cases 
are discussed in full, followed by actual agreement forms now in 
extensive use by the author. Other legal aspects and a digest of 
important tax laws effecting business insurance are brought up to the 
minute. In fact, every phase of business insurance is thoroughly cov- 
ered from every angle. There is even a complete index to all points 
and types of situations which will enable the user to quickly locate 
the best procedure to follow in all the many special problems arising 
in individual cases. 


Indispensable to the wide-awake under- 
writer seeking greater opportunities 


Having sold hundreds of small as well as a great many large busi- 
ness insurance cases, Mr. Simon’s broad experience enables him to 
give in this new book—the complete information you need to equip 
yourself to sell this specialized form of protection in all its many 
phases. Of course it requires careful study—but fully understood, it 
is the key to many profitable sales, to greatly increased prestige and 
to many more prospects for personal insurance with which you will 
have an influential contact. Life insurance must constantly meet the 
ever-developing needs and desires of prospects. Underwriters too, 
must be equipped to handle these more specialized applications—or 
fall way behind the parade. Here is a book by a salesman—for a 
salesman, on a most important special life insurance field. Order 
yours now. Helpful to experts as well as beginners! 


A most profitable field— 
learn how to serve it, right 


The steadily growing realization on the part of business men every- 
where of the problems which life insurance, properly applied, can 
best solve for them, offers increasingly greater opportunities to those 
underwriters who will take the trouble to thoroughly study this field 
and learn how to serve it. Probably this is the most important of all 
special functions of life insurance, yet there is deplorable lack of 
knowledge on the part of underwriters as to how to best apply life 
insurance to the special needs of many different business situations. 


Practically all business insurance cases require specialized knowl- 
edge. In fact, there are many essentials with which the underwriter 
absolutely must be familiar, in order to even present the subject 
intelligently. A still greater background of understanding is neces- 
sary to present it effectively and convincingly. Small businesses, for 
instance, present entirely different problems from large ones, yet 
often have relatively much greater needs. Thus, there are plenty of 
business insurance opportunities for almost any underwriter, includ- 
ing those in the smaller cities and towns. 


Order Yours NOW! Mail this coupon! 


Send on ten day approval, 
You may I ....cop... of CORPORATION & PARTNER- 
get this | SHIP INSURANCE by Leon Gilbert Simon 
Single Copy Price, $2.50 
valuable | ’ 
book, on ! RS ONT ne PTE i ans 
te 
ten day A) GORE shoes cieeaws ses Sew sles ie enuthaweisaaionee 
{ 
approval OP ATES sso jacivcsere tate, oletererelersrareiproratsioiesiaroisretareietn cine sine se 
ORDER TODAY 1 City .----cceeeeeee ~ 
1! Mail to The National Underwriter Company 
t 420 East Fourth Street, Cincinnati, Ohio 
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Security Revision 
Opens Market for 
New Type Policies 


Would Be Framed 
to Fill Gaps in 
Federal Coverage 


Special policies designed to bridge 
the gaps’ in the new social security setup 
will quite likely be brought out by some 
companies, although so far the idea is 
merely in the discussion stage. Most 
actuaries, being of a conservative turn, 
would prefer to! see the insurance pro- 
visions of social security supplemented 
by ordinary life or some other standard 
policy, proceeds being held on the in- 
terest option and later shifted to a 
fixed-period option to cover the period 
from the time a widow’s social security 
income would -cease because of the 
youngest child reaching. age 18 to the 
date it would resume by reason of her 
reaching age. 65. 

However, they do not deny that there 
would be considerable sales appeal in a 
policy designed specifically to supple- 
ment social security benefits, since many 
agents are finding the revisions to be a 
valuable sales help. The main function 
of any such special contract would be 
to assure the widow of an income un- 
til she reached age 65, when she would 
receive 75 percent of the. social security 
income. her husband would have re- 
ceived at age 65. 


Philosophy Behind the Act 


The protection that is needed to sup- 
plement social security in the typical 
family is best understood by looking 
back of the actual social security pro- 
visions to the social philosophy behind 
them: Briefly, this is that a widow 
with young children should be enabled 
to give her time to them and not be 
forced to work to support them, and, 
further, that the dependent children 
should receive an income in addition to 
their mothers. 

However, this social theory ignores 
the fact that a woman who has devoted 
her life to raising a family and perhaps 
has never done any other sort of work 
May find it difficult to go out and im- 
mediately start. earning enough money 
to keep herself alive. The supposition 
iS perhaps, that the children, when 
8rown, will take care of their mother 
but as a practical matter young people 
Just out of school find it. difficult enough 
to support themselves. Furthermore, 
t ere 1s no guarantee that one or more 
children will be alive to help. the 


a Also, if the minor children on 
M4 om .the widow were depending for 


pi eligibility to social security benefits 

hued to die, she would be immediately 

ced with a complete cessation of her 
ncome from social security. 

Pia special supplementary policy would, 

Pad ave to cover the interval between 
€ youngest child’s reaching age 16 (or 


Security Act Shift 
Stimulant to Group 


No Need to “Stretch” 
Coverage So Should Be 
More Salable 


NEW YORK — Group insurance 
should be definitely helped by the new 
social security changes, according to 
group officials who have carefully 
studied the revisions. While at first 
glance the government’s action. may: ap- 
pear to have removed much of the mo- 
tivation for the sale of group insurance, 
it is believed that the net effect will be 
advantageous by permitting group in- 
surance to remain in.its proper sphere 
rather than being stretched to fulfill 
aims for which it was not designed. 
With social security taking over the job 
of providing incomes to dependents and 
to aged widows of employes, group in- 
surance should be more readily sold 
because employers will accept it as a 
readjustment fund aimed at continuing 
the pay check for approximately a year 
after the employe’s death. 

One difficulty that -has been facing 
group insurance..is that as. employers 
become more socially minded and hence 
more keenly aware of the benefits of 
group insurance, they have wanted their 
group policies to cover employes even 
after retirement. As retirement plans 
put more and more employes on the re- 
tired list, the eventual increase in‘ the 
cost of group insurance would be very 
substantial: pais 


Takes Care of Aged: Widows 


Under the new law a widow of an 
employe under group insurance who has 
retired on reaching 65 will receive 75 
percent of her husband’s income if shé 
is 65 at the time of his death, otherwise 
as soon as she reaches age 65. _ This 
means that there will be less reason for 
continuing group life insurance to cover 
retired employes. 

Another undesirable development in 
the group field is the tendency on the 
part of some employers to regard group 
coverage as inadequate unless it pro- 
vided considerably more than the usual 
one year’s pay. They would extend 
group insurance beyond the scope for 
which it was designed and this might 
eventually prove troublesome. The new 
social security setup, by providing in- 
come for widows of employes who have 
children eliminates the necessity for 
trying to provide enough group insur- 
ance to supply income. In cases where 
there are no children, the widow has 
her husband’s group insurance with 
which to take care of final expenses 
and money to get herself prepared for 
a new job and sufficient time to seek 
one. 











18 if attending school) and the widow’s 
reaching age 65. In practically every 
case there would be this interval in the 
case of a husband’s death. For a woman 
to reach age 65 at the time her young- 
est child attained age 18 would mean 
that the child had been born when the 
mother was 47 years old, which, for 
biological reasons, is rare. 
(CONTINUED ON LAST PAGE) 








Reserve Loan Life 
Is Now Being Sold 


Murwyn Investment Co. of 
Dallas Is Purchasing 
Control of the Company 


Frank H. Davis, vice-president and 
treasurer of Reserve Loan Life of In- 
dianapolis announces this week that sale 
of the company to the Murwyn Invest- 
ment Company of Dallas is being con- 
summated. He states that for some 
time plans for revision of the capital 
structure and change of control have 
been in progress. The plans contem- 
plate increasing the capital and, accord- 
ing to Mr. Davis, this will be accom- 
plished within about 30 days. All agree- 
ments, he states, have been signed and 
the purchase price of the additional stock 
has been placed in escrow. 


Will Continue Present Policy 


A majority of Reserve Loan stock, 
including that held by Fidelity Insur- 
ance Company of Atlantic City, will pass 
into the hands of a group of Texans 
headed. by C. W. Murchison and T. L. 
Wynne, who are described as “capital- 
ists with large land, oil and other hold- 
ings in Texas.” 

“Having placed the Reserve Loan Life 
in an unassailable financial condition,” 
Mr. Davis states, “it is their announced 
intention to continue to operate it with- 
out essential changes in its policv or 
plan,” 

At a hearing June 6-7, following a 
convention examination - conducted:: by 
Indiana, Missouri, South Carolina, Ne- 
braska and Washington, the question 
arose as to the valuation of certain as- 
sets of Reserve Loan acquired during 
1934-37. That hearing was adjourned 
and at the commissioner’s convention at 
San Francisco the interested commis- 
sioners appointed a subcommittee ‘con- 
sisting of Newbauer of Indiana and 
Lucas of Missouri to confer with Re- 
serve Loan and Texas interests. 

Par value of the existing stock has 
been reduced from $10 to $5 and 33,000 
new shares of $5 par value will be sold 
at $15 a share, thereby creating a fully 
paid capital of $265,000 and a substan- 
tial surplus and contingency reserve 
after absorbing the write down of as- 
sets. J. M. Irwin of Dallas has been 
elected a director to fill the vacancy 
caused by the resignation of Wayne 
Burns, Sr., formerly president, who has 
been ill and inactive since January. 


Stockholders’ Meeting Called 


A ‘special stockholders’ meeting has 
been called for Sept. 16, formally to 
complete the transaction. The plan was 
approved at a meeting in the office of 
the Indiana department that was at- 
tended by commissioners or their repre- 
sentatives from Missouri, North Caro- 
lina, South Carolina, Nebraska, Wash- 
ington and Texas. 

The Reserve Loan Life as of Dec. 31, 
1938, reported assets $10,814,696, re- 
serves $9,806,967, capital $200,000 and 
net surplus $210,000. Total income dur- 
ing 1938 was reported as $1,979,626 and 
disbursements $1,727,069. Insurance in 
force amounted to about $54,412,479. 

In 1937, the Fidelity Insurance Com- 
pany of Atlantic, which was an inactive 

(CONTINUED ON PAGE 18) 








Hearing Stresses 
Profits of Stock 
Industrial Writers 


SEC Expert Presents 
Figures Before Monopoly 
Committee in Washington 


By R. B. MITCHELL 


WASHINGTON, D. C.—Profitable- 
ness of owning stock in industrial life 
companies was emphasized by Securities 
& Exchange Commission experts as the 
hearings before the monopoly committee 
reopened here Wednesday before a sub- 
committee. 

William S. B. Lacy, the commission’s 
economist, gave a detailed study of 44 
stock industrial companies, in which he 
pointed out that with an aggregate paid 
in capital of $4,146,925 and additional 
capital of a little more than $2,000,000, 
these companies up to Dec. 31, 1938, had 
paid out $66,238,943 in cash dividends, 
$32,337,950 in stock dividends and _ built 
up an aggregate surplus—owned by 
stockholders—of $44,201,982. 

Economist: Lacy went on to say that 
most of the stock is in very few hands, 
in the great majority of companies well 
over 50 percent of each company’s stock 
being held by not more than five per- 
sons. He made the point that these in- 
dividuals usually are officers and direc- 
tors, thus -receiving salaries or fees in 
addition to their dividends. 


Dividends on ‘Entire Business 


While -the current hearings are de- 
vated to industrial, Economist Lacy 
made it.clear that the returns to stock- 
holders were of course on the entire 
business of the companies, not merely 
their industrial departments. He said 
that figures showing how much of the 
dividends should be allocated to indus- 
trial were not available but that in- no 
company does industrial represent less 
than 25 percent of the insurance in force. 

Part of the commission’s testimony 
was an exhibit analyzing industrial busi-« 
ness of all companies by states. It 
showed that while the largest amounts 
are sold in the big urban centers, a con- 
siderable volume of industrial is sold in 
the less congested areas as well. Ma- 
terial on lapse rates was also presented. 

Thursday was devoted mainly to ques- 
tioning President Leo P. Rock and 
other executives of the Monumental 
Life, one of the oldest industrial compa- 
nies in the country. SEC Examiner Ger- 
hard Gesell was particularly interested 
in the circumstances surrounding its 
shift from mutual to a stock basis in 
1928. He also queried the officers on 
various phases of management policy. 


Company Witnesses to Testify 


Among the company executives sched- 
uled to testify are L. A. Lincoln, presi- 
dent Metropolitan Life; C. F. ‘Wil- 
liams, president Western & Southern; 

(CONTINUED ON PAGE 18) 
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How Can Life Men Meet 


Social Security Program 


A careful study of the amendments to 
the social security act, which become ef- 
fective Jan. 1, 1940, reveals that their 
adoption creates the most formidable 
competition with which the life insur- 
ance business has ever been confronted. 
Those who may feel this to be an over- 
statement have only to familiarize 
themselves with the amazingly liberal 
provisions of the new setup. Anyone 
who really understands the social secur- 
ity act knows that it constitutes the 
most serious competitive threat in the 
history of life insurance. Reduced to 
the plainest terms, the revised social se- 
curity act provides 45,000,000 Ameri- 
cans with term, family income! and re- 
tirement income life insurance at rates 
so much lower than those charged by 
the regular life insurance companies 
that there is no proper basis for com- 
parison. Not only that, but the premi- 
ums for the government life insurance 
are taken right out of the insured’s pay 
envelope. He does not have the privi- 
lege of deciding against government life 
insurance and in favor of the regular life 
insurance company. He must take the 
government plan. It is obligatory and 
continuous up to age 65. 


Take Realistic Attitude 


Life insurance men should take an en- 
lightened and realistic attitude toward 
the government’s life insurance op- 
erations. They should not say, “How 
do you know that the government will 
ever pay this money to you?” or “Con- 
gress has just liberalized the social se- 
curity plan, but it will be just as easy 
for another Congress, which is eco- 
aiid minded, to reduce the bene- 

is. 

Congress liberalized the social security 
benefits because the whole trend of the 
great mass of the voters in this country 
is toward some sort of permanent gov- 
ernment pension setup. Politicians are 
painfully aware of the pressure that the 
advocates of the Townsend plan have 
upt upon them. At a recent guberna- 
torial election in California, Upton Sin- 
clair came close to carrying the state 
with his E.P.I.C. (end poverty in Cali- 
fornia) plan. Pension programs of one 
kind or another have been advocated in 
nearly every state in the Union. 

The history of all pension plans, and 
the social security act is merely a pen- 
sion plan in modern form, is that the 
benefits are never reduced and usually 
increased. This has certainly been the 
case with the pensions granted to Civil 
War, Spanish-American and World 
War veterans. After the present social 
security act has been in operation for a 
few years, no politician, no matter how 
potent, could possibly muster enough 
votes to reduce its benefits. The whole 
weight of public opinion would be 
against him. He would be accused of 
trying to deprive widows and orphans of 
their livelihood. His proposal, and any 
similar to it, would be defeated. 


Life Insurance Primarily Protection 


Life insurance has always been sold 
primarily as protection. It has been the 
means of providing the head of a family 
with protection for his wife and young, 
dependent children. Retirement income, 
so popular in recent years, has never 
been generally bought by the man with 
a limited income and dependent chil- 
dren. Thus, when the original social 
security act went into effect providing 
retirement income for those reaching the 
age of 65 and only the most limited sort 
of death benefit, it was not looked upon 
as at all menacing to the life insurance 
business. Indeed, life insurance men 
found that it was emphasizing the im- 
portance of retirement income just as 
the $10,000 worth of war risk insurance 
sold to American soldiers during the 
World. War stimulated the sale of ordi- 
nary life insurance and fixed $10,000 in 








the minds of many as the minimum 
amount of life insurance to be carried. 

But the amended social security act is 
an entirely different matter. It liberal- 
izes the retirement income benefits put- 
ting them on a survivorship basis, pro- 
vides greatly increased life insurance for 
wives and what actually amounts to fam- 
ily income insurance for dependent chil- 
dren. In fact, it provides so much in 
the way of life insurance and retirement 
benefits that the average man, if told 
what he is to get under the new social 
security regulations, would be inclined 
to doubt it. It would sound too good to 
be true. With the full information, and 
in such a frame of mind, does any life 
insurance man seriously believe that an 
average man with a salary of between 
$1,500 and $3,000 could seriously be re- 
garded as a life insurance prospect? 
Realizing that the social security act has 
given him more life insurance and more 
retirement income than he ever dreamed 
of having, such a man simply passes out 
of the picture as a life insurance pros- 
pect. To be perfectly frank about it, 
when and if the government adopts any 
sort of system for notifying those who 
come under the social security act the 
amount and extent of their benefits, the 
regular life insurance business will suf- 
fer a severe blow. 


What to Do About Competition 


What are life insurance men to do 
about competition that the amended so- 
cial security act presents? First, and 
most important, they must realize the 
astonishing scope and liberality of the 
new life insurance retirement and sur- 
vivorship provision. They must under- 
stand that the government has 
provided so much in the- way of sur- 
vivorship retirement income that the 
average man earning from $1,500 to $3,- 
000 a year is no longer a: retirement in- 
come prospect. The only real retire- 
ment income prospects are now those 
earning more than $3,000 a year, to 
whose families even the liberal govern- 
ment benefits would be inadequate com- 
pared to the present standard of living. 


Emphasis on Protection 


Second, what the government has 
done makes it clean that life insurance 
men should go back to placing the em- 
phasis on protection, particularly after 
the children become of age. The gov- 
ernment arrangement provides liberally 
for the widow until the children are of 
age, but there is a distinct gap from 
that time until the widow becomes 65. 
Regular life insurance can thus supple- 
ment the social security act in an im- 
portant and necessary way, but all up 
and down the line life insurance as a 
protection instead of life insurance as 
retirement income should be stressed. 


Supplement Social Security Income 


Third, there will be plenty of oppor- 
tunity for supplementing the retirement 
incomes provided by the social security 
act. As time goes on, the whole ques- 
tion of retirement income will be given 
more and more importance. What the 
government provides will be adequate 
for those in the lower income brackets, 
but there will be plenty who will want 
to supplement it by additional, regular 
life insurance. 

Fourth, in adopting its social secur- 
ity program in the amended form, the 
government is simply telling the people 
of this country that they need life in- 
surance protection and retirement in- 
comes. The government is providing 
part of it, but the rest the people must 
buy for themselves. It is here that life 
insurance men fit into the picture, sup- 
plementing what the government has 
done, bringing the amounts up to where 
they should be, and rounding out a life 
time program for the head of a family. 








New Social Security 
Act Gives Life Men 
Menta! Workout 


To actuarially-minded life insurance 
men the revised social security act pro- 
vides a piece de resistance on which they 
can ponder for some time. Although 
there are a great many provisions and 
conditions which can be criticised and 
analyzed, for the average agent it is 
best that he consider that the average 
prospect will be employed regularly and 
will not be one of the exceptions to 
the rule. 

Most of the complicated rules and 
regulations apply to the exceptions, for 
which necessarily there must be some 
provision. 

In determining benefits for wives, 
widows and parents, any social security 
wage credits which they have coming to 
them on their own account, are not 
added to the benefits which they may be 
entitled to from their husbands or chil- 
dren. In other words, if a wife at 65 
is qualified for $20 a month on her own 
account, she does not receive this in ad- 
dition to what she is entitled to from 
her husband’s account. She gets which- 





The number of complications and 
ambiguities in the revised social secur- 
ity act makes it difficult to interpret vari- 
ous angles. One of the best ways for 
the life insurance business to get a fair 
picture of the situation is to ask ques- 
tions. The National Underwriter will 
be glad to answer the questions of read- 
ers by contacting experts who are fa- 
miliar with the various phases of the act. 





ever amount is the greatest. Probably 
she will not get on her own account as 
much as 50 percent of her husband’s, 
unless she has been fully employed up 
to 65 at a fairly high wage. 


Resume Payments at 65 


Those who have been studying the 
social security provisions carefully are 
practically agreed upon the fact that 
although there are no definite statements 
to that effect, widows who are paid 
benefits while they have minor children, 
will again get that benefit when they 
become 65. This also evidently applies 
to the lump sum death payment. In case 
an insured person dies, and there is no 
one immediately entitled to a monthly 
benefit, a lump sum equal to six times 
the insured’s monthly benefit is payable 
to a close relative or to any person as- 
suming responsibility for his burial. 

If the wife of an insured person at 
his death does not have minor children 
she will get the fixed sum of six times 
the monthly benefits and she will also 
qualify for the widow’s benefit when she 
reaches 65. 

Although the average person as an 
economic necessity has to continue to 
work until he reaches 65, there are a 
great many contingencies in the act re- 
garding the benefits payable to those 
who do not work continuously from the 
time the act went into effect until they 
reach 65. Benefits are based on whether 
a person is “fully” or “currently” in- 
sured. The annuity benefits starting at 
65 are based on a person being a “fully” 
insured individual. This also applies to 
the benefits a widow will receive after 
she is 65, and also to parents entitled 
to benefits. Benefits are paid widows 
with minor children and the children of 
either those “fully” or “currently” in- 
sured. 


Definition of Fully Insured 


To qualify as fully insured an in- 
dividual must meet the following quali- 
fications: 

He must have not less than one quar- 
ter of coverage for each of the quarters 
elapsing after 1936, or after the quar- 
ter in which he attained the age of 21, 
whichever quarter is the later, and up to 
but excluding the quarter in which he 
attains the age of 65, or died, whichever 








At the Wheel 








H. D. MeNAIRN, Toronto 


Insurance Superintendent H. D. Mc. 
Nairn of Ontario is a busy man this 
week at the annual meeting of the Asso- 
ciation of Provincial Insurance Super- 
intendents of Canada in Montreal. He is 
secretary of the organization and it is 
through his office that the details are 
cleared. He attends regularly the meet- 
ings of the National Association of In- 
— Commissioners in the United 

tates. 








first occurred, and in no case less than 
six quarters of coverage; or has had at 
least 40 quarters of coverage. 

If a person is employed for at least 
10 years under the social security act, 
he is then fully insured regardless of 
whether he works any longer time than 
that. In other words, if a man who is 
40 works 10 out of his 25 years until 
he is 65, he is fully insured. In deter- 
mining his benefits, the average monthly 
wage is obtained by dividing the total 
wages paid by three times the number 
of quarters he has worked. 

Life insurance benefits are paid to 
widows and minor children based on 
whether the individual is either “fully” 
or “currently” insured. The definition 
of “currently” insured means any indi- 
vidual who has been paid wages of not 
less than $50 for each of not less than 
six of the 12 calendar quarters immedi- 
—_ preceding the quarter in which he 

ied. 

No matter how many children there 
are, the total payments to widow and 
children cannot exceed twice the pri- 
mary benefit or 80 percent of the aver- 
age monthly wage, whichever is smaller. 


LEGISLATIVE WATCH DOG’S CRITIC 


The competitive situation was summed 
up well by a prominent general agent. 
He said that to actively oppose social 
security legislation, such as the new 
survivor benefits, would have put the 
life insurance business in the “dog 
house” but he believes that representa- 
tives of the business should have been 
in Washington doing some “educating.” 
Although the legislative watch dogs 
realized the extent of the potential com- 
petition they did nothing about the situ- 
ation. He thinks this was a mistake. 
Congress was more concerned with the 
old age assistance grants to the states 
which are a part of the act, and the 
debates were on this point. The final 
vote shows that the main opposition to 
the revised act was from those who 
wanted more liberal grants to the states. 





The Business Men’s Assurance home 
office organization held its annual picnic 
at Ivanhoe Country Club, Kansas City. 
with 250 attending. The office closed at 
noon, giving a full afternoon to recrea- 
tional activities. A barbeque supper was 
served. 
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Complete Program 
for General Agents 
Sf. Louis Rally 


Attractive Bill Is Arranged 
for Gathering Sept. 26 
by K. E. Williamson 


A well rounded program has been 
announced for the Managers & General 
Agents Section meeting on Sept. 26 
at the convention of the National Asso- 
ciation of Life Underwriters in St. 
Louis. Hiring, training and stimulation 
of new men, with particular emphasis 
on college men, will feature the morn- 
ing session. In the afternoon super- 
vision and stimulation of older men will 








PHILIP B. HOBBS 


be followed by a motivating appeal on 
the general opportunity ahead. 

The viewpoint of the campus and a 
placement dean on recruiting college 
men will be presented by Prof. Fred A. 
Russell of the University of Illinois, the 
outside speaker on the morning session. 
Dr. James S. Thomas, president Chrys- 
ler Institute, Detroit, researcher and 
outstanding lecturer, will be guest 
speaker in the afternoon. 

Management kits will be presented at 
the conclusion of the morning session 
by Philip B. Hobbs, section chairman. 
Material is being supplied by the Dia- 
mond Life Bulletins, Sales Research 
Bureau and Research & Review Service. 

A plan-book interview with John 
Agent at the end of his first year will 
be stressed in a special “Personal Con- 
ference with Agent” joint discussion by 
John A. Ramsay, general agent, and 
Edward H. Dieckhoff, Connecticut Mu- 
tual Life, Newark. 

The complete program as announced 
by Kenney E. Williamson, co-general 
agent Massachusetts Mutual Life, 
Peoria, program chairman, follows: 


9:15 a. m., Tuesday, Sept. 26 
Morning Session 


Chairman, Mr. Williamson. 
_ Welcome, Holgar J. Johnson, president 
ee Association of Life Underwrit- 
s. 


Ma peVelopment of Aptitude Test,” J. 
Marshall Holcombe, manager Sales Re- 
Search Bureau. 

Fy sar de Agent’s Discussion of Use of 
pa ptitude Test,” George Lackey, gen- 
eck agent Massachusetts Mutual, De- 


“Hiring the College Graduate,” Prof. 


Fred A. Russell, University of Illinois, 
placement dean. 

“Practical Experiences With the 
Young College Graduate as an Agent,” 
Henry M. Faser, Jr., general agent Penn 
Mutual, Boston, 

Presentation of management kits, 
Philip B. Hobbs, Equitable Society man- 
ager, Chicago, chairman General Agents 
& Managers Section. 


Afternoon Session 


Chairman, Wallace N. Watson, general 
agent Connecticut Mutual, Boston; vice- 
chairman General Agents & Managers 
Section. 

“Personal Conference With Agent,” 
John A. Ramsay, general agent, and 
Edward H. Dieckhoff, Connecticut Mu- 
tual, Newark. 

“Successful Methods of Reviving the 
Older Agent,” Herbert W. Florer, gen- 
eral agent Aetna Life, Grand Rapids. 

Awarding of “Manager’s Magazine” 
Cup, Isadore Samuels, general agent New 
England Mutual, Denver, chairman com- 
mittee on award. 

“New Frontiers for American Busi- 
ness,” Dr. James S. Thomas, president, 
Chrysler Institute, Detroit. 


State Presidents’ Meeting 


Presidents of the 38 state and re- 
gional associations affiliated with the 
National Association of Life Under- 
writers will gather for a special dinner 
and conference at St. Louis Sept. 25, it 
is announced by W. H. Andrews, Jr., 
Jefferson Standard, Greensboro, N. C., 
who is chairman of the national commit- 
tee on state and regional associations. 
The chief feature of the meeting will be 
a panel discussion of state and _ local 
problems, with experienced association 
officials taking an active part. 

Owing to the sudden death of Eugene 
B. Stinde, Northwestern Mutual, Harry 
E. Wuertenbaecher, Penn Mutual, has 
been appointed to head the St. Louis 
committee on the Million Dollar Round 
Table. 

Dr. H. G. Moulton, president of 
Brookings Institution, Washington, 
D. C., who was slated to appear before 
the St. Louis convention, has been ob- 

(CONTINUED ON PAGE 18) 





Metropolitan Drops 
Principal-Sum-Only 
Accident Contract 


NEW YORK—Metropolitan Life has 
discontinued its accident policy which 
pays only in the event of death or dis- 
memberment. This does not affect the 
death or dismemberment features in its 
regular accident policies paying a weekly 
indemnity. No reason for the change 
was given in the announcement, but it 
is understood that relatively few of the 
death and dismemberment policies were 
sold and the experience on them was 
not very satisfactory. It has never writ- 
ten the medical reimbursement form. 

Metrepolitan at the same time reduced 
the tot.l consideration it will accept in 
single premium annuities from any one 
person to $100,000, although the total on 
a joint and survivorship annuity may 
run as high as $200,000. Its limit on an 
annuity consideration includes annuities 
which the buyer already has with the 
Metropolitan, exclusive of group an- 
nuities or settlement option income. 
Where the existing annuity is on a joint 
and survivor basis one-half of the con- 
sideration already paid will be regarded 
as part of the $100,000 maximum. The 
company also announced that no single 
premium annuities will be issued to per- 
sons who have already passed their 85th 
birthday, since adequate data is not 
available for determining what the con- 
sideration should be. Until now the rate 
has been the same for all ages beyond 
85. 

Waiver of premium will no longer be 
issued on annual premium deferred an- 
nuity contracts on which there are no 
cash or loan values. There has been 
very little demand for the waiver fea- 
ture. 

In connection with juvenile policies 
issued by the ordinary department the 
company now requires that the father 
must have at least a $3,000 policy. 








writer himself :— 


and odd years ago. 


and the river. 


$5,000, for his wife. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 











Achilles’ Widow Called 


Here is an “objecting wife” story, told by the under- 


“Will tell you the story of Achilles Rinaldo. He was a success- 
ful farmer and had a country store. I commenced to write him 20 


“His wife hated me, used to say to me, ‘You came down here to 
get my husband’s money away from him.’ Impossible to talk in her 
presence, so we would adjourn to the batture, where he would sign 
an app and then come here, eight miles away, to be examined. A 
batture, in case you don’t know, is the land lying between the levee 
It hid us from his wife’s view. 


“He built his insurance up to $20,000. Then hard times came 
and he had to let go,—all except two policies, one to protect the 
wholesale grocery firm to which he was indebted, and the other, about 


“Two weeks after he was dead I came into the office and was 
told that a lady wanted to see me. 
‘I came in from the country for one purpose only, and am returning 
home as soon as I have said what I have to say, which is that I am 
sorry I was so rude to you when you used to come to see Achilles. 
If it had not been for you I would not have a penny in the world.’ ” 


+ +t 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


It was Achilles’ widow. She said, 


JOHN A. STEVENSON 
President 

















Canadian Officials 
in Annual Meeting 
Held in Montreal 


H. G. Garrett of British 
Columbia Presides Over 
the Deliberations 


MONTREAL, QUE.—The Associa- 
tion of Superintendents of Insurance of 
the Provinces of Canada met this week 
in this city, presided over by H. G. Gar- 
rett, insurance superintendent of British 
Columbia, who is president. There were 
about 150 people registered at the meet- 
ing. There were numerous reports pre- 
sented aside from the address of the 
president and report of Secretary Mc- 
Nairn of Ontario. 





H. G. 


GARRETT 


One of the highlights of the conven- 
tion was the presence of C. C. Neslen 
of Salt Lake City, Utah, president Na- 
tional Association of Insurance Com- 
missioners. He said that he considers 
the use of simple language, understand- 
able to the average man, very essential 
to avoid contractual misunderstanding. 
Insurance agents, he said, should adopt 
a plainer speech in meeting the public. 
Commissioner John G. Emery of Michi- 
gan, who was present, expressed the 
opinion that rigid standards should be 
set up to control new requests for agents 
licenses. Too many are now licensed in 
proportion to the predepression days, in 
his opinion, considering the present 
volume of business being produced. 

Georges LaFrance, insurance super- 
intendent of Quebec, spoke the welcome, 
stressing the ideals of a democracy 
which he maintains were paramount in 
Quebec despite a culture different from 
the other provinces. 

The committee on life insurance legis- 
lation reviewed enactments in the vari- 
ous provinces during the past year giv- 
ing particular attention to group insur- 
ance and to the submission of a provi- 
sion concerning suicide of the assured. 





Virginia Invites Suggestions 

NEW YORK—Companies operating 
in Virginia have been requested to sub- 
mit to the legislative committee of that 
state charged with the revisions of its 
insurance code such suggestions in con- 
nection as may seem to them desirable. 
The committee apparently plans to start 
work free from preconceived bias, and 
rather looking to the company officers to 
point out shortcomings in the present 
statutes, and to suggest amendments 
thereto. 
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Fraternals Vote to 
Study Project for 
Public Relations 


Elect Miss Partridge N.F.C. 
President, Benz Vice- 
president, at Detroit 


The National Fraternal Congress 
through a special committee will study 
the possibility of instituting a nation- 
wide public relations program for fra- 
ternal societies, comparable to that being 
conducted by the Institute of Life In- 
surance for old line legal reserve com- 
panies. That decision was made by reso- 
lution in the closing session of the N. F. 
C. annual convention in Detroit last 
week. 

It followed presentation of a_ tenta- 
tive program in the Presidents Section 
meeting by N. J. Williams, president 
Equitable Reserve, Neenah, Wis., and 
general comment on public relations by 
Glenn Griswold, president of Glenn 
Griswold Associates, New York, public 
relations counsel. 


Comes Up in Fall of 1940 


The committee’s findings, perhaps in 
tentative form, will be considered at the 
mid-winter meeting of N. F. C. sections 
to be held at Chicago, probably in Feb- 
ruary. However, the executive commit- 
tee probably will not be able to present 
the project to the congress as a whole 
until the next annual convention in the 
fall of 1940. ; 

Mrs. Frances D. Partridge, secretary 
Woman’s Benefit, Port Huron, Mich., 
was elevated from vice-president to 
president; A. O. Benz, president Aid As- 
sociation for Lutherans, Appleton, Wis., 
was named vice-president. Executive 
committeemen elected in Detroit were: 
C. L. Biggs, recorder Maccabees, 
retiring president; Messrs. Benz and Wil- 
liams, T. R. Heaney, secretary Catholic 
Order of Foresters, Chicago; J. V. Ab- 
rahams, Security Benefit, Topeka, Kan.; 
O. E. Aleshire, president Modern Wood- 
men, Rock Island, Ill., and John P. Sek- 
erak, Greek Catholic Union of Russian 
Brotherhoods, Homestead, Pa. 


Secretary Farrell Continues 


Messrs. Abrahams, Benz and Heaney 
served during the last year. Mrs. Dora 
Alexander Talley, president Woodmen 


Circle, Omaha; Joseph Kania, Polish 
Roman Catholic Union, Chicago, and 
Farrar Newberry, Woodmen of the 


World, Omaha, retired. Foster F. Far- 
rell, secretary-treasurer and manager, 
Chicago, continues. 

D. P. Markey, Detroit, commander 
emeritus of Maccabees, brought up the 
public relations problem in the final ses- 
sion. He has been a fraternalist about 
a half-century. He commented that the 
address of Holgar J. Johnson, Pitts- 
burgh general agent Penn Mutual Life, 
president National Association of Life 
Underwriters, earlier in the N. F. C. 
convention, was the most forward-look- 
ing he had heard in his experience. He 
said it suggested societies to some ex- 
tent lose their identity in order more 
fully to take to the people the benefits 
of fraternalism and the opportunity for 
societies to do this was never greater 
than today. 


Veteran Sees Money Wasted 


“Societies’ individual publicity efforts, 
especially through their journals,” he 
said, “are largely a waste of money. 
The need is to reach non-members. 
There is a lack of interest of many 
members in the social and_ beneficial 


activities of their societies which indi- 
cate they became members largely to 


societies must rise or fall together. Their 
public relations effort, therefore, should 
be joined.” 

He noted talks at the N.F.C. meeting 
by Commissioners Emery of Michigan 
and Neslen of Utah, the latter president 
National Association of Insurance Com- 
missioners, emphasizing the distinctive 
work of fraternals in their welfare and 
beneficial departments, as well as the so- 
cial and fraternal activities. He said 
these are splendid features to publicize. 


Mrs. Miller Initiates Project 


Mrs. Bina West Miller, nresident 
Woman’s Benefit, Port Huron, Mich., 
proposed a resolution to form a special 
public relations committee of nine mem- 
bers to work out a program along non- 
controversial lines to present to the ex- 
ecutive committee. Mrs. Miller also 
nominated Mrs. Partridge for president. 

Consolidation of the committee on 
statutory legislation and legal coopera- 
tion in a new laws committee was ef- 
fected by resolution. James Mann Mil- 
ler, Chicago, counsel Woman’s Benefit, 
is chairman of legal cooperation, and 
Rainey T. Wells, Omaha, general attor- 
ney W.O.W., of statutory legislation. 

President Biggs’ recommendation in 
his annual address to draft a uniform 
fraternal act was referred to the new 
law committee and the executive com- 
mittee empowered to take such action 
relating to the code as is deemed ad- 
visable. 


Biggs Makes Recommendations 


Many constructive suggestions for 
improvement and advancement of the 
fraternal life insurance system were 
made by President Biggs. He noted 
that only 84 societies, or 46 percent of 
the 182 fraternals listed, are members 
of the N.F.C. While N.F.C. socteties 
have more than 5,400,000 combined 
membership, compared to 1,700,000 non- 
affiliated members, this does not mean 
the societies present nearly a united 
front. He urged strenuous work to place 
all eligible societies on the N.F.C. mem- 
bership roll for the common good and 
recommended creating a membership 
committee to this end. That step will 
be taken. 

Change of the major societies to ade- 
quate rate basis and modification of the 
social and economic life of the country 
naturally reduced membership and mod- 
ified the part played by local fraternal 
lodges in recruiting new members. The 
gradual adoption of established sound 
principles with a permanent form of 
low cost insurance protection have 
brought about stricter underwriting of 
applicants which also affected member- 
ship results. 


Measures Proved Beneficial 


“We cannot doubt the wisdom of 
these constructive steps,’ Mr. Biggs 
said. “And while they have to some de- 
gree affected the membership trend, we 
cannot help but recognize these as being 
healing factors in our organization, and 
that with adequate and effective pub- 
licity to these facts, the trend of our 
membership must again take the upward 
curve. 

“The change in our social and eco- 
nomic condition has had an effect on the 
appeal of the local lodge, and with the 
heavy inroads on insurance savings 
during the depression years, with their 
attendant hardships and unemployment, 
the momentum prevailing prior to the 
world war could not be maintained. In 
the face of this our societies have sus- 
tained a record for which they have 
reason to be proud. 

“The lodge must continue to be the 
foundation of the fraternal system, 
stripped only of those functions which 
are obsolete, and throwing increasing 
emphasis on those functions that will 
never be obsolete, exemplifying in word 
and deed the spirit of true fraternity.” 


Stresses Business Functions 


He stressed that societies must recog- 
nize there have come distinct business 
functions separate from fraternal func- 
tions that require the same high degree 
of skill, training and experience in all 


Social Security Act 


Covers 30 Million 





It is difficult to comprehend the full 
effect of the new social security act 
amendment in relation to the life insur- 
ance business. The figures contained in 
a recent social security board report 
provide some food for thought on the 
vast extent of this federal agency’s op- 
erations. In 1937 wages were credited 
to the old age insurance accounts of 
more than 30,157,694 workers. Accord- 
ing to analysis of the earnings, the 
workers averaged $890 a year, a total of 
$26,825,366,241, not including the wages 


Interval of earnings 
$ 1 $ 99 


in excess of $3,000 a year, which is the 
social security limit. Employes receiy- 
ing less than $3,000 a year constitute 97 
percent of the total number. Of those 
under the act 60 percent are between 
ages 20 and 40 and 27 percent between 
ages 40 and 60. Over 11,000,000 peo- 
ple coming under the act earned $1,000 
or more in 1937, a little better than a 
third of the total number. The com- 
plete table showing the number of em- 
ployes and their wages coming under 








Note: This table preliminary and subject to revis 


the social security act in 1937 follows: 


7———Employes———_, -————_W ages 


Percent 
Amount of total] 
$ 170,762,319 6 


Percent 
of total 
14.6 


HONE ay 


5 
0 
5 
1 
1 
; 997,467,708 
6 
4 
5 


ares 

NwOkOMA ROI 

co 

bo 

ro) 

oo 

SP 

+ 

co 

ms 
SPP OPRP RROD 
He bo SONA Hap 


AMOW PD e 
So 
D> 
ao 
ao 
bo 
~<) 
ws 
a 
Ke Do 


2 
— 
oe) 
2 
& 
On 
a 
—_ 
ms 


9 
ion. 


“a 








Kansas City Title Company 
Enters National Field 


Since 1915, when it was formed by a 
consolidation of the principal abstract 
companies of Kansas City, the Kansas 
City Title & Trust Company has sup- 
plied the title insurance needs of the 
middle west. Centralized in its offices 
are records of every transaction affect- 
ing real estate had in Jackson and 
Clay counties, Missouri and Wyandotte 
county, Kan., in which area lies Kansas 
City, North Kansas City, Independence 
and Liberty, Mo., and Kansas City, 
Kan., constituting greater Kansas City. 

It has from its inception striven to 

meet the demand for title insurance 
throughout the middle west. More re- 
cently it decided to enter upon the 
broader field of title insurance by estab- 
lishing a national department under the 
direction of William H. McNeal. The 
company is proceeding with agency or- 
ganization consistent with safe operat- 
ing principles, and with its knowledge 
of title facilities throughout the United 
States and its list of counsel selected for 
their known ability as real estate and 
title lawyers, it is prepared to accept ap- 
plications for title insurance wherever 
demand directs, yet it recommends that 
where satisfactory local service is avail- 
able, such be used. : 
As of June 30, the company’s con- 
densed statement shows capital, surplus, 
undivided profits and reserves of $1,533,- 
640. It functions as a title company 
only, except in Missouri where it acts as 
trustee. It accepts no deposits, other 
than escrow funds, and has no demand 
liabilities. 
_Edward J. Eisenman, president is 
vice-chairman of the title insurance sec- 
tion and a member of the executive com- 
mittee of the National Title Underwrit- 
ers Section of the American Title Asso- 
ciation. 





“Time Saver” Analysis of 
Accident Policies Is Issued 


Hundreds of commercial accident and 
health policies are analyzed and de- 
scribed in the new 1939 “Time Saver,” 
which has just come from the press of 
THE NATIONAL UNDERWRITER, This edi- 
tion is particularly interesting as it con- 
tains much information regarding hos- 
pitalization written individually by a 
number of companies together with the 
premiums. The so-called bureau hos- 
pitalization forms are also in the book. 
Most companies write policies that vary 
in extent from the bureau contracts. 
The hospital policies are described fully 
as are other accident and health con- 
tracts. 

The “Time Saver,” which has been 
the annual standard reference book of 











get life insurance at the lowest cost. The 


(CONTINUED ON LAST PAGE) 


many years, is now in its 16th edition, 
Commercial contracts of 100 companies 
appear. It is completely indexed, thus 
easy and quick reference is available. 
The analysis is complete with rates for 
all ages. Riders used are also included. 
Policies of companies writing business 
by mail are shown. 

There is a condensed financial state- 
ment of nearly all the accident and 
health companies. In one section there 
is a list of officers together with the 
states in which each company is 
licensed. 


Disability Clauses Explained 


Another section explains the total and 
permanent disability clauses written by 
the leading life companies, that is, those : 
having $1,000,000 or more in premiums. 
The “Time Saver” gives all non-cancel- 
lable policies written with a complete 
explanation of each contract and also 
records the premiums. The amount of 
non-cancellable premiums for each com- 
pany is given together with the claims. 

The “Time Saver” sells for $4. It is 
a salesman’s handy reference guide and’ 
is just as useful for the man at the desk. 














Commissioner Neslen 
Is on a Long Trip 





C. C. Neslen of Salt Lake City, in- 
surance commissioner of Utah, who 1s 
president of the 
National Associa- 
tion of Insurance 
Commissioners, 
was in Detroit last 
week attending the 
convention of the 
National Fraternal 
Congress. He went 
from there to Mon- 
treal to speak be- 
fore the Associa- 
tion of Canadian 
Provincial Super- 
intendents. He will 
return through the 
New England 
states and New York, conferring with 
Commissioner Blackall of Connecticut, 
Superintendent Pink of New York, 
Commissioner Harrington of Massacht- 
setts, Deputy Gough of New Jersey, 
and others. From! there he will go to 
Memphis, arriving the latter part of the 
month where a conference will be held 
with Commissioner Read of Oklahoma, 
secretary of the National Association of 
Insurance Commissioners, Commissioner 
Williams of Mississippi, chairman of the 
executive committee, and other members 
of the committee in that section, Com- 
missioners Harrison of Arkansas and 
McCormack of Tennessee. While in the 
south he will appoint the standing com- 
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Continental 
Assurance Back 
in Disability Field 


Announcement Made at 
Club Convention Held at 
Lake Wawasee, Ind. 


The Continental Assurance of Chicago 
is reentering the disability field with a 
non-cancellable total and permanent dis- 
ability rider issued in connection with 
its life policies. The announcement was 
made by W. E. White, vice-president 
and director of agencies at the “1-2-0” 
Club convention, Lake Wawasee, Ind. 

The disability feature may be attached 
to all Continental forms, both partici- 
pating and non-participating, except 5, 10, 15 
and 20-year term, and the family policy. 
It will be issued only in connection with 
policies of $2,500 or more. It may be 
attached to old policies of that amount 
where evidence of insurability is fur- 
nished at no expense to the company. 


Three-Month Elimination Period 


The rider provides for payment of $10 
per month disability income for each 
$1,000 of life insurance. The maximum 
indemnity to be sold will be $150 per 
month. Waiver of premium is included. 
It will not be issued on substandard 
risks. Benefits are payable for the 
fourth full month of disability and are 
to be continued for 100 months. 

The Continental is the first major life 
company to revive the disability feature 
since practically all companies withdrew 
from the field in the late ’20s and early 
30s. The wide experience of its run- 
ning mate, the Continental Casualty, in 
the accident and health field, Mr. White 
said, “gives us the courage to reenter 
the field.” 

The new disability provision will be 
issued only on male risks, which can 
meet physical and moral requirements 
and which have steady earned incomes. 
Full medical examination is to be re- 
quired in all cases. 


Tuchbreiter Reviews Progress 


Vice-president Roy ‘Tuchbreiter ad- 
dressing nearly 100 agents who quali- 
fied for the “1-2-0” and “2-5-0” clubs, 
said the Continental Assurance is in the 
best position in its history, and now 
has well over $241,000,000 of business in 
force. This represents an increase of 
Over $9,000,000 since the first of this 
year. Assets have passed $31,000,000 
and other items in the statement form 
all show corresponding gains. 

“Very few life insurance companies 
are able to say they have increased their 
assets and insurance in force every year 
since they started in business,” Mr. 
Tuchbreiter said. 


Three Factors in Surplus Gain 


The first six months the surplus in- 
creased over $89,000, and is now more 
than _ $2,500,000. “Surplus increase,” 
Mr. Tuchbreiter explained, “depends on 
three factors: Portfolio, overhead and 
mortality. Mortality necessarily follows 
the grade of business.agents submit, and 
this company appreciates deeply that it 
has the kind of agents who insist upon 
dependable policyholders carefully se- 
lected.” ‘ 
-—. the company’s portfolio, Mr. 

uchbreiter said that while the invest- 
ment interest return is below the aver- 
age for the country it illustrates a fun- 
naneas _ Company policy—conserva- 
usm. Without exception, he said, its 
investments are of the highest grade and 


President Grant on 
Current Problems 


Sees an Upturn in 
Business If War Can 
Be Avoided 


W. T. Grant, president of the Busi- 
ness Men’s Assurance of Kansas City, 
speaking as president of the American 
Life Convention, expressed the belief 
that if the world passes safely through 
August and September without war 
actually beginning in Europe, the United 
States may confidently expect an up- 
ward trend in industry and commerce. 


Changed Statement in Congress 


He said that the most wholesome de- 
velopment in recent weeks has been the 
growing evidence that people are again 
coming to the realization that their in- 
ternal problems can be solved only in 
strict accordance with long established 
and approved American principles. 
President Grant declares that while it 
must be admitted general business as 
yet is far from normal, yet there are 
unmistakable signs of a growing con- 
fidence resulting, he believes, from the 
sentiment of the people reflected by the 
changed sentiment in Congress toward 
the removal of obstacles toward busi- 
ness recovery, a more equitable basis 
of taxation and a more sympathetic at- 
titude toward business. 


Confidence in Life Insurance 


It is also apparent, he says, that de- 
spite the much publicized benefits of 
old age assistance sections of the social 
security act, the people still retain their 
confidence in life insurance. This is 
indicated by the splendid gain in sales 
of ordinary and group this year com- 
pared with a similar period last year. 
He thinks life insurance should con- 
tinue to move forward. 

In such basic industries as steel, tex- 
tile and automotives, there have been 
substantial gains, he finds. The farmer’s 
problem, he said, continues to be public 
problem No. 1. 





Cultivating One’s Voice 
Desirable in Selling 


The Ronald Press Company of New 
York has out a new book, “You Sell 
With Your Voice,” by E. C. Buehler, 
professor of speech and dramatic art of 
the University of Kansas, and Martin 
Maloney, assistant in speech North- 
western University. It deals with voice 
cultivation, both in public speech and 
conversation. Much can be done with 
improving one’s voice under proper 
training. Voice has much to do with 
successful selling. These two authorities, 
therefore, have put together the results 
of their own experience and their own 
observations as instructors. As a nation, 
they declare people are growing more 
voice conscious and are moving toward 
better speech. As the authors put it, 
“The ‘problem is not one of remaking 
the voice nature has given you. The 
question is not so much what kind of a 
voice you have, but how you use it, and 
what are its possibilities in terms of sell- 
ing power. Our aim is to develop its 
hidden virtues so you may register the 
highest level of effective oral expression 
in sales work.” The book is sold by 
Tue NATIONAL UNDERWRITER, costing $2. 











have been selected for safety rather than 
yield. 

' The annual club convention closed 
Thursday evening, followed by the an- 
nual meeting of the General Agents & 
Managers Association. Attendance at 
the convention, which was limited to 
those agents who qualified for club 
memberships by writing a _ required 
amount of new business and who were 
guests of the company, was the largest 
ever recorded. 
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RETIREMENT INCOME 











Keeping Them Sold 


To help keep policyholders sold on their life 
insurance is the purpose of Connecticut 
Mutual's new illustrated policy jackets cover- 
ing the principal needs. 


These jackets 


—by visualizing the need which the 
policy meets, 


—by clearly showing the place of a par- 
ticular policy in a man's program, 


—by forcefully bringing out the fact 
that in event of lapse a man is not just 
"lapsing $5,000" of insurance, but 
taking away vital income from his - 
family or allowing some other need to 
become unfilled, 


—help the life insurance man 
keep his policyholders sold. 


CONNECTICUT 
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Information on Family Group Policy 






















Manager J. B. Southern of the pol- 
icyholders service department of the 
Protective Life of Birmingham, writes 
THE NATIONAL UNDERWRITER, stating 
that its recent article “Family Group 
Policy New Tool for Agency Force” is 
of great interest. He puts in a claim for 
Birmingham as the city where the “fam- 
ily group” policy was first introduced, 
saying: 

“Our records show that the Lincoln 
Reserve Life, a Birmingham institution 
which Protective Life reinsured in 1933, 
introduced the ‘family group’ policy in 
May, 1930. The Lincoln Reserve policy 
was called the ‘family protector.’ The 
first contract on that plan was issued 
May 14, 1930, under an application dated 
May 5, 1930. 

“After the Lincoln Reserve was re- 
insured, the ‘family protector’ policy 
was added to the Protective rate book, 
and has since been a standard policy 





with us. We issue the insurance on the 
20-year convertible plan. Application is 
made by an insurable adult of the fam- 
ily, who is the original owner. He has 
control of the contract. No other mem- 
ber can secure more insurance than that 
granted to the original owner. Minimum 
amount issued to the original owner is 
$1,000; to others in the family $500; 
minimum for the group is $2,500. The 
insurance is written only on selected 
risks. Each child under 18 must be in- 
cluded in the application, but individuals 
may be rejected without affecting the 
issuance of coverage to others. Disabil- 
ity waiver of premium and death payor 
benefits on the life of the original owner 
may be included. 

“Conversion to permanent insurance 
is permitted when an individual insured 
reaches 18. At the end of 20 years, the 
contract automatically converts to whole 
life.” 
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TIME FOR TAKE-IT-EASY 


Work is no longer good fun for a man in 


the sixties who is shackled to his job by 


There are many such who must earn to live 


because they did not learn to save for old- 


How much better to start in early years 
to prepare financially for when the let-down 


Life insurance can be used to build 


A good topic for a talk 


with almost any prospect. 





Grd) rudential 
Company of America 


Home Office, NEWARK, N. J. 




















Institute Sound 
Film Is Shown 
at N. Y. Preview 


Designed for Club Show- 
ings, Movie Promotes 
Value of Agents Services 


NEW YORK — “Yours Truly, Ed 

Graham,” 25-minute sound film pro- 
duced by the Institute of Life Insurance 
to depict the work of the typical life 
insurance agent was shown at a press 
preview here this week for life company 
house organ editors and trade press rep- 
resentatives. The picture will be re- 
leased Sept. 1 for showings before clubs 
and other organizations throughout the 
country. It will be available on 35-milli- 
meter professional size film and on 16- 
millimeter film, the usual amateur movie 
size, although of course the projector 
must be fitted to reproduce sound. 
_ The film successfully handles the del- 
icate job of promoting the life insurance 
agent without becoming perceptibly 
commercial about it. It is neither grue- 
some nor sobbily sentimental. 


Charles Arnt Has Lead 


Charles Arnt who was on the Broad- 
way stage in “Knickerbocker Holiday” 
and on the screen in “The Thin Man,” 
portrays Ed Graham, the. insurance 
agent. Much attention was given to cast- 
ing, particularly the leading character. 
The producers realized that many thou- 
sands of life agents would see the pic- 
ture and it was of the utmost importance 
that the actor selected as typical of their 
calling should represent them in what 
they would consider worthy fashion. 
Mr. Arnt was selected for the role after 
some 60 actors had been considered. It 
is difficult to see how a better choice 
could have been made or to conceive of 
any agent’s looking down his nose at 
Mr. Arnt’s characterization. 

The picture opens with Agent Ed 
Graham driving up to the top of a hill 
overlooking his city. Seeing the city 
spread out before him, he indulges in 
some soliloquizing about it and his cli- 
ents and associates. As he talks, there 
unrolls on the screen various incidents 
in the lives of his clients in which he 
has played an important part. These 
people include a business man, a shoe- 
maker, a young man and his fiancee, a 
widow and a family doctor. Emphasis 
is on security and how Graham has 
helped them obtain it. 


Treatment Kept Light 


Treatment of the film has been kept 
reasonably light, striking a serious note 
only a couple of times and then without 
being at all objectionable. There is con- 
siderable emphasis not only on the value 
of life insurance but on the desirability 
of having it set up properly, thus mak- 
ing it clear to audiences that the agent’s 
job is not only to sell life insurance but 
to arrange for its distribution. 

The life underwriter has been desig- 
nated as the distributor for the picture 
so that he can act as host at local show- 
ings before his prospects and _ policy- 
holders gathered in clubs, lodges and 
similar groups. The picture will be 
available for towns over 10,000 popula- 
tion until after Jan. 1, 1940. After Jan. 
1, prints will be available for all cities, 
regardless of size. 

Local life underwriters’ associations 
will act as “bookers” for the film in 
their cities. In other cities, general 
agents have been asked to work coop- 
eratively and will be furnished with 
prints where three or more general 
agents or managers collaborate on book- 
ings. Prints are furnished in 16 mm. 
size and the agents are asked to borrow 


Increase of 7 Percent Is 
Made in Production 


For the first six months of 1939, ordi- 
nary life insurance in force in the United 
States increased at an annual rate of 
slightly more than 2 percent in com- 
Parison with an increase of approxi- 
mately 1 percent in the like period of 
1938, it is shown by figures of the Sales 
Research Bureau released by the Insti- 
tute of Life Insurance. Ordinary insur- 
ance in force June 30 aggregated ap- 
proximately $76,370,000,000, exclusive of 
group and industrial policies. The 
United States production was 7 percent 
ahead for the year to date, and 1 per- 
cent behind for July. 

“This improvement is occasioned not 
by an increase in new sales as much as 
by a decrease in terminations of all 
kinds,” Manager John Marshall Hol- 
combe, Jr., of the Research Bureau, 
stated. “Of particular significance is the 
decrease for the six months’ period in 
lapses. Such decrease is a heartening 
indication of the result of better selling 
methods by the sales forces of the 
United States life insurance companies.” 

New paid for ordinary production in 
July was set at $462,423,000, exclusive 
of group, a slight drop from the 1938 
figure for the same month, and for the 
year so far, $3,854,088,000, a 7 percent 
advance. 

Figures by sections in July (all in- 
creases) were: New England $302,921,- 
000, 18 percent; middle Atlantic $1,050,- 
985,000, 4 percent; east north central 
$873,710,000, 11 percent; west north 
central $390,856,000, 6 percent; south At- 
lantic $353,630,000, 5 percent; east south 
central $150,549,000, 6 percent; west 
south central $300,503,000, 3 percent; 
mountain $103,994,000, 2 percent; Pacific 
$326,940,000, 8 percent. The figures were 
for varying numbers of companies, from 
45 to 65. 

The survey showed companies with 
more than $400,000,000 in force equalled 
in July, the July 1938 figure and had 
7 percent increase for the year to date; 
companies of 150 to 400 millions were 
10 percent off and 7 percent ahead, re- 
spectively, and those under 150 millions 
were 2 percent and 5 percent ahead, 
respectively. 








Non-Medical Sales $125,000,000 


In the 10 years that the general non- 
medical plan for rural districts has been 
in effect in Equitable Society, policies 
aggregating more than $125,000,000 have 
been paid for, the company announces. 
Under this plan the agents operating in 
outlying agricultural and suburban ter- 
ritory and in towns with a population of 
less than 25,000, may write non-medical 
in amounts not in excess of $2,500, 
when the doctor resides at a point far 
distant from the applicant. Equitable 
points out that the summer and fall are 
the best months for taking advantage of 
this plan, because it is then that farm- 
ers, truck gardeners, etc., are getting 
their crop money. 














or rent the necessary projection equip- 
ment. ; 
Brochures containing a synopsis of 
the picture and details of the distribu- 
tion plan are available through institute 
member companies, through the Insti- 
tute of Life Insurance headquarters, 420 
Lexington avenue, New York City, and 
through local underwriters’ associations. 
In addition to Charles Arnt the cast 
includes Ted Osborne who appeared in 
“The Declaration of Independence, 
Warner Brothers’ Academy Award 
short; Charles Lane, screen veteran of 
many notable parts including the income 
tax collector in the screen version 0 
“You Can’t Take It with You”; An- 
drew Tombes, Fay Helm, Mickey Kuhn 
and many others. The story is by John 
Eugene Hasty, direction by Colbert 
Clark and musical score by Alberto Co- 
lombo. Roland Reed produced it wit 
the collaboration of the J. Walter 
Thompson Company, the Institutes ad- 
vertising agency. 














39 








August 25, 1939 








LIFE INSURANCE EDITION 








—_— 


Excellent Material 
at Agency Meeting 


Some Sales Points 
Developed at Massa- 
chusetts Mutual Rally 


Fifty agents and wives attended the 
tri-agency meeting of Massachusetts 
Mutual representatives of Harrisburg, 
Williamsport and Wilkes-Barre at 
Hershey, Pa. E. W. Wood, assistant 
actuary, and S. M. Gamble, agency as- 
sistant, were guests and participated in 
the program on “Being a Good Busi- 
ness Man.” 

D. M. Wieland, general agent at Wil- 
liamsport, was chairman of the morn- 
ing session and R. L. Altick, Wilkes- 
Barre general agent, led the afternoon 
meeting. 


Utilizing Proved Means 


C. L. Bitzer, general agent at Harris- 
burg, emphasized time as the vital fac- 
tor in the agent’s activities. Suggest- 
ing $2,000 as a minimum income on 
which the agent can live even in a smali 
town, he pictured the agent on this basis 
as $50,000 invested at 4 percent. 

“Can you imagine a good business 
man in any other line of enterprise with 
a $50,000 capital not doing a good job 
of advertising his business,” he asked, 
pointing attention to the direct mail ad- 
vertising which Massachusetts Mutual 
makes available to its representatives. 
“A good business man,” he said, “must 
utilize every proved means of increasing 
sales.” - 


Need for Knowledge 


Mr. Wieland spoke on the agent’s 
need for knowledge of his business and 
his products, and the necessity for put- 
ting the knowledge to use in personal 
interviews. Finding the market or cre- 
ating it was discussed by T. A. Lever- 
ing, Williamsport agent. He said that 
discrimination must be practiced in 
finding the market, commonly called 
prospecting, to avoid waste of time and 
effort. No matter how much the man 
needs life insurance, he said, if he is 
not a good risk or if he cannot pay the 
first and future premiums, he is not a 
potential source of income for the agent, 
beyond his value as a center of influ- 
ence. 

Fred A. Lumb, Harrisburg, talked on 
merchandising the product. “If you can- 
not be original in formulating your own 
plans,” he said, “you can at least follow 
the example set by successful men.” II- 
lustrating the point he gave three rules 
of trade successfully followed by a chain 
Store enterprise, as follows: 


Three Rules of Trade 


1. Have the merchandise—the right 
merchandise at the right time. 

2. Let the people know you have the 
merchandise, by means of display, ad- 
vertising, planned sales talks, and sug- 
gestive selling. 

Take care of the cash, which ap- 
plied to life insurance selling means that 
the agent must be a good manager of 
his own income. 

Stressing the impression which the 
agent makes on prospects, he suggested 
that the agent think of himself as rep- 
resenting the company’s total insurance 
in force and its total assets. He said 
that no matter how large or small the 
new sale, it should be related to the 
buyer’s entire program. 

E. W. Wood, assistant actuary, fol- 
lowing an analysis of the new life paid 
up at 65 policy, discussed the need for 
permanent protection. “The fundamen- 
tal purpose of life insurance,” he said, 
= Teplacement of earned income fol- 
ae death.” While investment and 
Irement purposes may well have their 
Place in the business, he said, their in- 
creased popularity during recent years 
as led to many problems. 
Recommending return to fundamen- 








tals in the business, he said that insur- 
ance was not originally designed to have 
cash values nor investment features. 
While these phases of today’s policies 
have their place in the modern manner, 
the proper way for a man to buy life 
insurance is to buy all of the perma- 
nent protection on which he can con- 
tinue the premium payments. He said, 
that it is difficult for a young man to 
foresee the needs’ for protection which 
will exist after he reaches 60 or 65. 
For even a young man limited pay- 
ment plans are highly desirable and 
these plans afford permanent protection. 


Satisfaction of the Agent 


F. L. Lantz, veteran Massachusetts 
Mutual representative, Wilkes-Barre, 
discussed the balance sheet as the 
agent’s guide to adequate income. Af- 
ter outlining the opportunities in life 
underwriting and directing attention to 
the constancy of the market, he said 
that right thinking agents appreciated 
the rich compensation in seeing policies 
which they have sold, in action provid- 
ing for widows, orphans and oldsters. 

Mr. Gamble outlined plans for this 
year’s “Annual Message of Life Insur- 
ance” and discussed the record of 
achievements through use of the Mas- 
sachusetts Mutual direct mail advertis- 
ing. 


Title Insurers Convention 
Held in San Francisco 


SAN FRANCISCO—The annual con- 
vention of the American Title Associa- 
tion here was attended by nearly 500 
from 38 states. Porter Bruck, president, 
was in the chair, assisted by J. E. Sher- 
idan, Detroit, executive secretary. The 
legislative committee report was read by 

Brewster, Philadelphia, chairman. 

"Edward T. Dwyer, Portland, Ore., 
spoke | on “The Dream of a Title In- 
surer.” Joel D. Wolfsohn, assistant to 
the commissioner general land oe. 
Department of the Interior, and M. 
Ogden, assistant title officer Title re: 
surance & Trust Company, Los Ange- 
les, also gave talks. C. H. Buck, Balti- 
more, reported on federal legislation, E. 
C. Wyckoff, Newark, on the judiciary 
committee; William Gill, Oklahoma, on 
cooperation, and William Harvey, Los 
Angeles, on advertising. An abstract- 
ers’ section was presided over by John 
W. Dozier of Kansas. A joint session 
of the title insurance, national title un- 
derwriters and legal sections also was 
held, with F. A. Kennedy, Detroit; R. 
A. Furr, Indianapolis, and F. A. Wash- 
ington, Nashville, presiding. S. Gold- 
man, Chicago, president Bonded Sur- 
veyors of America, spoke on bonded 
surveys. 

Ralph Spotts, Los Angeles, conducted 
an open forum on legal problems, there 
being talks by J. A. Amerman, asso- 
ciate general solicitor Prudential, and 
Dr. W. Ballentine Henley, University of 
Southern California. 





Guarantee Mutual Agents 
Special Sales Contest 


The Guarantee Mutual Life of Omaha 
announces 118 agents qualified as prize 
winners in four divisions of its big race 
sales contest, which was held during 
May, June and July. The winners have 
a wide variety of merchandise prizes to 
choose from, varying in retail value 
from $60 to $25. 

This is one of the most successful 
contests staged by the company in re- 
cent years, and more than one-third of 
those who qualified as prize winners are 
graduates of the home office agency 
development school, and have been con- 
nected with the company less than three 
years. The big race contest covered 
the sale of only one form of policy— 
the new preferred low rate ordinary life 
contract, which is issued for a minimum 
of $2,500. The average size of all poli- 
cies issued on this form during the 
three-month period was $4,460, a much 
higher average than the total issued 
business. 














SCHOOL BELLS 
RING AGAIN 


Soon the school bells will be 
ringing and the youngsters will 
troop back from vacation to the 


classrooms. 


Thousands of these children 
will be in school because of Life 
Insurance money because 
thoughtful fathers, with the serv- 
ice of Life Insurance and the aid 


of Life Underwriters, planned it 


that way. 


Today the 3,500 Shield Men 
who represent this Company in 
the field are helping other fathers 
guarantee future educational ad_ 


vantages for their children. 


Nav) TIQNAL LIFE 
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Veteran Metropolitan Life Manager Dead 





NEW YORK — S. S. Voshell, for 
nearly half a century a Metropolitan 
Life manager in Brooklyn and a sub- 
stantial personal producer since his re- 
tirement in 1934, died in Brooklyn Aug. 
19, at the age of 84. Mr. Voshell was 
held in affectionate regard by an un- 
usually large number of people in his 
Own company and in the New York 
City Life Underwriters Association. He 
served as president of the latter or- 
ganization. 

Mr. Voshell and his brother, the late 
J. K. Voshell, for many years Metro- 
politan manager at Baltimore, both left 
managerial positions in Boston with the 
John Hancock Mutual Life to join the 
Metropolitan as managers when they 
were young men. Mr. Voshell not only 
took a keen interest in the New York 
City Life Underwriters Association in 
the interest of advancing the agent’s 
calling but was a close personal friend 
of others who became prominent in the 
association’s affairs. 


Years Made No Difference 


Though of an older generation he had 
a rare ability of making friends, so that 
there was never any consciousness of 
the difference in ages even with young- 





sters just coming into the life insurance 
business. 

Mr. Voshell’s keenest delight was al- 
ways in being with his friends. The 
week before his death he played golf 
with a group of general agents among 
whom he numbered his closest friends. 
Despite his advanced years, Mr. Voshell 
continued his interest in golf. He 
thought nothing of playing 27 holes in 
a day. Right up to the time of his death 
his health was apparently excellent. 


Founder of State Association 


Interest in management problems 
reaching beyond the confines of New 
York City led to his being one of the 
organizers of the New York State Life 
Underwriters Association more than a 
decade ago. The situation arose through 
a provision in the insurance law that 
applications for licenses must be filed in 
triplicate, with a 25 cent fee, with the 
local county clerk. Agents in New York 
City were habitually failing to meet this 
requirement and while the county clerks 
were also indifferent about it, managers 
and general agents felt that there might 
possibly be trouble in the future if this 
laxity were countenanced. However, the 
upstate agency heads wanted the law as 
it was. The solution which was worked 











The Policy Contract 
Oe) Is Q 
Highly Important... 





for those qualified. 


HE POLICY CONTRACT is a highly im- 

portant element in life insurance... . 
The State Life policy contract is designed to 
provide broad protection and service to the 
policyholder and the beneficiaries—partic- 
ularly “when the road of life becomes 
rough.” ... It may include the Double In- 
demnity accidental death benefit and the 
total and permanent Disability Waiver of 
Premium provision. The service features in 
the policy contract are outstanding. ... The 
State Life policy contract and State Life 
service—insurable ages one day to 65 years 
—make satisfied and friendly policyholders 
and beneficiaries. ... Agency opportunities 
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out permitted the upstaters to have what 
they wanted and still took care of the 
wishes of the New York City managers. 
The result of the conferences was the 
formation of the New York state asso- 
ciation. 

It was in meeting problems of this 
type that Mr. Voshell was particularly 
helpful in the affairs of the local and 
state associations. He had a faculty for 
getting down to the essentials of two 
conflicting positions and then working 
out a compromise which usually gave 
both sides. substantially what they 
wanted. 





Metropolitan Selling Many 
Iowa and Nebraska Farms 


FORT DODGE, IA.—Glenn E. Rog- 
ers of New York, manager of farm op- 
erations for the Metropolitan Life, an- 
nounced the company has sold 16,231 
acres or 105 farms in Iowa and Ne- 
braska since Jan. 1, through its Iowa 
branch office of the farm loan division 
here. Prices ranged from $25 to $140 an 
acre, with the average price $103. 

Mr. Rogers said the company is fol- 
lowing a policy of selling as far as pos- 
sible all land acquired by foreclosure 
during the depression. The disposal of 
farm lands by insurance companies has 
been. a source of controversy between 
Commissioner Fischer of Iowa and sev- 
eral eastern companies. Mr. Fischer 
has not granted any extensions and has 
told the companies to formulate a liqui- 
dation program. 

Mr. Rogers said the Metropolitan 
had taken over 9,600 farms in the na- 
tion since the depression, and has sold 
2,400 of them! since 1935. It has been 
systematically improving in farm hold- 
ings. Buildings have been recondi- 
tioned, erosion stopped, drainage net- 
works overhauled and soil improvement 
crops planted. 

“The company has not only enjoyed a 
good income during its ownership of 
the properties, but has encouraged sales 
by making the farms attractive to pur- 
chasers,” he said. 





Program Completed for 
Illinois Bankers Life Rally 


Hairy T. Wright, Equitable Society, 
Chicago, will address the convention of 
the Illinois Bankers Life in Chicago 
Monday morning. Vice-president Karl 
B. Korrady will preside at that session. 
Greetings will be extended by Vice- 
president E. H. Henning. That evening 
the conventioneers have the choice of 
attending a baseball game or the the- 
ater. 

O. F. Davis, assistant agency direc- 
tor, will preside at the Tuesday busi- 
ness session. The speakers will be Dr. 
H. G. Ebersole, medical director, H. G. 
Sellman, actuary; F. H. Jacobson, man- 
ager claim department; C. W. Lent, 
general agent. The annual banquet is 
scheduled for that evening with Presi- 
dent Hugh T. Martin as the speaker. 

At the final business session Wednes- 
day morning, Mr. Korrady will preside 
and about 15 field men will speak 
briefly. 

Arthur G. Crimmins of Virginia is 
president of the Leaders Club. 





To Run Educational Course 


The New York City Life Underwrit- 
ers Association will conduct an educa- 
tional course along the lines of the one 
it ran last year. It will begin Oct. 3 and 
continue for 16 weeks. Lecturers will 
be announced shortly. 

C. E. Brewer, Jr., is chairman and C. 
E. Haas is vice-chairman. Both are con- 
nected with the Mutual Benefit Life, Mr. 
Brewer being production manager in 
charge of 80 full time men at the New 
York City agency and Mr. Haas being 
assistant manager of the agency’s Brook- 
lyn branch. Both have had extensive 
experience in educational and supervis- 
ory work and both have the C. L. U. 
designation. 








Impressive Program 
at Anniversary Rally 


Minnesota Insurance 
Federation Will Honor Its 
Silver Jubilee Year 


ST. PAUL — The silver anniversary 
meeting of the Insurance Federation of 
Minnesota will be held Sept. 19 at the 
St. Paul Athletic Club. W. J. Cameron 
of the Ford Motor Company will speak 
at the dinner that night, as will Gov- 
ernor Stassen of Minnesota. George W. 
Wells, secretary Northwestern National 
Life and former Minnesota commis- 
sioner, is general chairman of the anni- 
versary committee. 

At the luncheon which will open the 
silver jubilee propram speakers will in- 
clude Commissioner Yetka of Minne- 
sota, C. W. Fairchild, manager Asso- 
ciation of Casualty & Surety Executives, 
on “Good Will for the Asking’; W. W. 
Greene, vice-president General Reinsur- 
ance, and A. V. Gruhn, manager Amer- 
ican Mutual Alliance. 

Harry T. Wright, Equitable Society, 
Chicago, secretary National Association 
of Life Underwriters, will speak on 
“Going Places in the Life Insurance 
Business.” This will be followed by a 
discussion of the social security and un- 
employment insurance taxes and _ their 
relation to the insurance business, by 
Thomas Watters, Jr., of the legal de- 
partment of the National Board of Fire 
Underwriters. 

George Teeson, Alexandria, is presi- 
dent of the federation. 





Bragg’s Booklet Shows 
Opportunities for Women 


The insurance business, one of the 
largest employers of women in _ the 
United States, places a premium on edu- 
cation, initiative, and imagination, ac- 
cording to J. E. Bragg, lecturer of life 
insurance, in a booklet on “Business as 
a Career for Women” just published by 
the School of Commerce, Accounts and 
Finance of New York University. The 
steadily growing business of life insur- 
ance, Mr. Bragg pointed out, offers in- 
creasingly greater opportunities for 
women in selling and service as well as 
in office positions. 


Many Successful in Field 


“Hundreds of women have already 
found their work as life underwriters 
both congenial and profitable,” Mr. 
Bragg wrote. “In order to succeed in 
this work the life underwriter must 
know her business thoroughly. : 

“She must master the economics, prin- 
ciples, and structure of life insurance. 
She must learn the selling and service 
techniques that have been developed in 
experience by the leaders in the life in- 
surance business. She must understand 
how to apply the principles of psychol- 
ogy in personal negotiations with her 
clients.” 

Mr. Bragg stated that between 70 and 
75 percent of the home- and_branch- 
office employes of life companies are 
women. ; 

Studies of incomes for women in busi- 
ness indicate that women receive less 
than men at the start, the booklet 
pointed out, but the average annual re- 
muneration to trained women is substan- 
tially higher than the general average 
annual wage of $525 reported by the 
Social Security Board. 





Mutual Benefit Convention 


Some 215 representatives of the Mu- 
tual Benefit Life have qualified for the 
1939 Leaders Club convention to be held 
Sept. 6-8 at Spring Lake, N. J. Chatr- 
man of the agents’ committee on af 
rangements is Karl Thompson, Atlanta 
supervisor. H. B. Palmer of Detrott 
will have charge of entertainmen: and 
L. B. MacEwen of Nashua, N. H., will 
head the hospitality committee. 
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Manufacturers Life Names 
New Los Angeles Manager 








George N. Quigley, Jr., for the past 
2% years manager Manufacturers Life 
for the Hawaiian Islands, has been 
transferred to Los 
Angeles as mana- 
ger for southern 
California. Mr. 
Quigley graduated 
from Colorado . Uni- 
versity in 1932 and 
upon leaving school 
became an agent 
for his father, 
George N. Quigley, 
general agent 
Provident Mutual 
Life in Denver. In 
1937 he went to 
Honolulu, where he 
made an outstand- G. N. QUIGLEY, JR. 
ing record as manager for the Manu- 
facturers. 

Mr. Quigley is 28 years old and is the 
youngest manager for the company. In 
Honolulu he increased the business in 
force some two million dollars and dou- 
bled the agency’s yearly production. In 
southern California he succeeds J. W. 
Jermyn, who has reached the retirement 
age. Mr. Quigley is now spending a 
week at the home office before actively 
taking over his duties. 








Conrey Agency Outing Is 
Held at White Lake, Mich. 


WHITEHALL, MICH. — Twenty- 
five associates of the K. W. Conrey 
general agency, Penn Mutual, at Grand 
Rapids were guests of Mr. Conrey at 
a week-end educational meeting and 
outing at Murray’s Inn on White Lake. 
Warner Haldeman, associate counsel, 
attended from Philadelphia and spoke 
on “Legal Sales Aids.” Other speakers 
were F, C. White, district manager, Bat- 
tle Creek; J. C. Krause, special agent, 
Lansing; Gerrit VanRingelesteyn and 
William Schumann, Grand Rapids, and 
Mr. Conrey, who is president Michigan 
State Association of Life Underwriters. 
Mr. Conrey reviewed the agency’s pro- 
duction activity so far in 1939 and an- 
nounced plans. 

The Conrey agency won national hon- 
ors in July, leading all Penn Mutual 
agencies for increase in paid lives. J. L. 
Schuster, Grand Rapids, was honored 
for having been production leader for 
the United States in July. He ranks 
fourth for the year to date. 


Walker Goes on Faculty of 
Hartford Insurance School 


R. J. Walker of the actuarial staff of 
the Aetna Life has been added to the 
faculty of the newly established Hart- 
ford College of Insurance and will be 
instructor in its life insurance course 
which begins Sept. 18. He has been 
associated with the Aetna Life since 
1934 and is a teacher in its life group 
school. _He is considered an authority 
In hospitalization insurance, of which 
he has made an intensive study. 








Executive Committee to Meet 


_ The mid-year meeting of the execu- 
tive committee of the Industrial Insur- 
ers Conference will be held at the At- 
lanta Biltmore Hotel, Atlanta, Sept. 
21, on call of Chairman H. T. Dobbs. 
he date and place for the 1940 con- 
vention will be considered. A heavy 
agenda will be presented. 





Ponder Georgia Taxing Rule 


an decision has been reached by the 
hor agpimae as_to what action they will 
gan Georgia attorney general’s 
ae fe) _Jast week that companies must 
se Z 1% Percent gross premium tax 
life ic considerations as well as 
wh phe cagc No demand has as yet 
ince “ € on the companies, though it 

nown exactly what the state will 








de : 
mand. In similar cases other states 


have sought to collect not only taxes on 
annuities from the time of the decision 
on but back taxes as well. 

A similar case is still pending in Mis- 
souri. An Arkansas decision held that 
back taxes are not due but that future 
taxes are. 


Features Gain in Force 
as Quality Producing 


The Lincoln National Life, in its 
honor roll, ranks agencies according to 
business in force and gain in business 
in force. Vice-President A. L. Dern 
announces that figures have been sent 
to all general agents giving this data as 
of June 30. The statement shows the 
amount of new sales the first six months 
and the gain of insurance in force. He 
says the goal of the company is quality 
rather than quantity. Mr. Dern says: 
“Primarily we should strive to render 
better and better service to our policy- 
holders and their beneficiaries This, 
we believe, will be reflected in better 
persistency of business to the satisfac- 
tion of policyholders, agents, general 
agents and company alike.” 





H. S. Murphy with Colorado Life 


H. S. Murphy, formerly district agent 
in Wyoming for Ohio National Life, 
has joined Colorado Life as general 
agent for northern and eastern Wyom- 
ing with headquarters at Casper. 





Herman Potter, 69, assistant superin- 
tendent Prudential in Milwaukee, died 
at a hospital of complications following 
an operation. He was born in Germany 
and lived in Milwaukee 46 years. 





Be a jinx chaser on Hoodoo Day, Fri- 
day, Oct. 13, by selling accident insur- 
ance. Send 10 cents for complete sales 
plan to A&H Review, 175 W. Jackson 
Blvd., Chicago. 


PERSONALS 


Completing a swing around general 
agencies of the United States Life in 
upper New York State, R. H. Rhode- 
beck, superintendent of agencies, re- 
turned to New York. On this trip he 
visited agencies at Elmira, Adams, 
Rochester, Buffalo and then went on 
to Chicago, where he met one of the 
foreign agents, H. L. Yung, director 
of Eastern Agencies in Shanghai, China. 
Mr. Yung accompanied Mr. Rhodebeck 
to New York, where he is conferring 
with home office officials before return- 
ing to his post in Shanghai. 

Three members of the California- 
Western States Life executive agency 
department attended the summer course 
of the American Institute of Public Re- 
lations on the ‘Stanford University 
Campus, they being Ernie Guttersen, in- 
spector of agencies; Jack O’Neill, agency 
assistant, and Gordon Daniels, editor 
of publications. 

Walter G. Shaw, 74, retired manager 
Metropolitan, was found dead in the 
yard of his Long Beach, Cal., home with 
a bullet wound in his head. Police re- 
ported the case one of suicide. Mr. 
Shaw’s wife died three years ago. 

The agency staff of the A. F. Gillis 
office, Newark, gave a luncheon to Mr. 
and Mrs. Gillis in recognition of their 
29th wedding aniversary. Mr. Gillis 
was presented a bunch of paid appli- 
cations, secured in a campaign under 
direction of H. A. Feusel, supervisor, 
and Mrs. Gillis a bouquet of American 
Beauty roses. Mr. Gillis has been af- 
filiated with the Provident Mutual Life 
for 17 years and as general agent for 
the past seven years in Newark for 
northern New Jersey territory. 

C. V. Starr, president United States 
Life, and Mrs. Starr returned aboard 
the S.S. “Normandie” from Europe, 
where they spent six weeks on a vaca- 
tion tour. The Starrs spent part of their 
vacation as guests of Paul Alther, gen- 
eral manager of the Swiss Reinsurance, 
at his Mediterranean villa at Cape 
d’Antibes. 


















History Ki: epeats 


History repeats. If Conti- 
nental’s past is an index to 
its future, another great com- 
pany is in the ing. 
Today, Continental is com- 

aratively young. Yet... 
Crates aloes years 
to write its first hundred mil- 
lion than any other American 
stock company. It has shown 
growth in assets and insur- 
ance in each and every year 
of its history. 


Continental’s growth has 
been sound, healthy, steady 
...in the historic pattern of 
the great institutions of its 


kind. 


Opportunities for growth... 
your personal growth. . . are 
numerous when expansion is 
vigorous. Investigate . . . his- 
tory does repeat. 














ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 
CONTINENTAL CASUALTY COMPANY 
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Fraternal Congress Well Recognized 


UNDOUBTEDLY history was made by the 
NATIONAL FRATERNAL CONGRESS at its an- 
nual meeting in Detroit in that there was 
attracted to its platform men noted in the 
NATIONAL ASSOCIATION OF INSURANCE 
CoMmMISSIONERS, AMERICAN LIFE CONVEN- 
TION, ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS, and the NATIONAL Lire Un- 
DERWRITERS ASSOCIATION. This is the first 
time that we recall that the AssocrATION 
OF LIFE INSURANCE PRESIDENTS and the 
NATIONAL LIFE UNDERWRITERS ASSOCIA- 
TION have officially recognized the Fra- 
TERNAL CONGRESS, which has developed in 
recent years into an organization of great 
influence and moment in the field of 
life insurance. 

There was present at Detroit C. C. 
NESLEN, insurance commissioner of Utah, 
and president of the Nationat Assocta- 


TION OF INSURANCE COMMISSIONERS, who 
spoke at its dinner. Another commissioner 
that shared with President NEesLEN the 
honors at the banquet was Commissioner 
Joun G. Emery of Michigan. Hotcar J. 
Jounson of Pittsburgh, president Na- 
TIONAL ASSOCIATION OF LIFE UNDERWRIT- 
ERS, was one of the chief speakers before 
the Fretp MANAGERS ASSOCIATION group. 
Bruce E. SHEPHERD of New York, actuary 
of the AssocIATION oF LIFE INSURANCE 
PRESIDENTS, was on the program. Cot. C. 
B. Ropsins, manager and chief counsel of 
the AMERICAN LIFE CONVENTION, as usual, 
was present to extend greetings from his 
organization. 

It would seem, therefore, that the Na- 
TIONAL FRATERNAL CONGRESS now has the 
support and cooperation of both the two 
old line commercial bodies. 


Smart Public Relations Idea 


One of the smartest public relations 
ideas conceived in many a day is the stunt 
used by the NEw EncLaAnD Mutua LIFE 
and BANKERS Lire of Des Mornes in pro- 
viding grandstands where onlookers can 
watch the construction of their new home 
office buildings. 

People are especially interested in ob- 
serving new construction projects from the 
time the huge steam shovels start gouging 
the earth out for the foundation until the 
last huge steel girder is swung into place. 
Not only are they interested but they have 
a friendly feeling for the building which 
they have seen grow before their eyes. 

Both the New EncLranp Murua and 


BANKERS LIFE received wide-spread pub- 
licity in the daily press. The AssocrATED 
PREss sent out a release on the BANKERS 
LIFE project and over 500 newspapers pub- 
lished news stories and editorials about the 
idea. In Boston the NEw ENGLAND Mvu- 
TUAL’S excavation became known as the 
“Better ’ole.” 

A prime public relations principle is to 
capitalize on all contacts with the public 
so as to create a friendly feeling toward a 
business or institution. The courteous 
treatment accorded the curbstone watchers 
undoubtedly helped create a warm feeling 
toward these two companies in their home 
cities. 


I'he Institute's New Sound Film 


Tue INstiTuTE oF Lire INSURANCE’S 
sound film, “Yours Truly, Ed Graham,” 
which is to be released Sept. 1, is an ex- 
cellent piece of work and should go far to 
promote better public relations for the life 
insurance business and particularly for the 
agent. The press preview of the picture 
brought enthusiastic comments from the au- 
dience and to some, certainly, a sense of 
relief that so delicate a subject had been 
so skillfully handled. 

Even in a sales interview, there is plenty 
of difficulty in motivating a man to buy 
life insurance without appearing to back up 
the hearse. The problem is increased a 
hundred-fold in a presentation which must 
first of all be entertainment and yet, if it 
is to be worth its cost, carry its message 
effectively. Even the distant rumble of 
hearse’s wheels becomes subject to criti- 


cism. While the subject of death is touched 
on in the picture it is done so deftly that 
no audience should squirm. Yet the import 
of the picture is still there. 

Those responsible for the picture—the 
INSTITUTE OF LiFe INSURANCE and its ad- 
vertising agency, the J. WALTER THOMp- 
son Company—had another difficult prob- 
lem in the choice of an actor to represent 
the central character, AGENT Ep GRAHAM. 
Since many thousands of life insurance 
agents will see the film, it was necessary 
not only to portray the agent in a manner 
which would appeal to the public but to 
the agents themselves. The picture would 
have lost much of its usefulness if it had 
alienated the agents’ sympathies by a char- 
acterization of the hero which real agents 
would find objectionable. It is hard to see 
how a better choice could have been made 


than CHARLES ARNT. Mr. ARNT was on 
the Broadway stage in “Knickerbocker 
Holiday” and on the screen in “The Thin 
Man.” His characterization of an insurance 
agent has all the verisimilitude that anyone 
could ask for. 

An institutional life insurance picture is 
a decided novelty but is one which should 
do much to. give the public a clearer idea 


of what the better element in life insurance 
selling is accomplishing. With its emphasis 
on needs it should put across the idea that 
an agent is not merely a salesman but has 
an important role as an adviser. 

The INSTITUTE OF LIFE INSURANCE de- 
serves much credit for this venture and jis 
to be congratulated on having done so good 
a job. 








PERSONAL SIDE OF THE BUSINESS 








H. T. Dobbs, vice-president Industrial 
Life & Health, Atlanta, and chairman of 
the executive committee of the Indus- 
trial Insurers Conference, has been ap- 
pointed executive vice-chairman of the 
Georgia chapter of the National Founda- 
tion for Infantile Paralysis by Governor 
Rivers. 

The United Air Lines has announced 
that Paul Bestor of the Prudential at the 
head office has qualified for membership 
in its 100,000 Mile Club. 

S. P. Mulhall, supervisor of agencies 
of the Mutual Life & Citizens Assur- 
ance of Australia, is visiting -Canada 
and making a study of insurance condi- 
tions in the Dominion. Mr. Mulhall 
first visited England, traveling from 
Australia via the Suez Canal. He says 
that in the last ten years Australian life 
insurance business has made wonderful 
strides and for the last six years the 
Mutual Life & Citizens has shown a 
steady increase annually. 

D. J. Bloxham, supervisor agency 
field service of Travelers, returns from 
a month’s trip to Europe Aug. 29. He 
is making the visit with Mrs. Bloxham. 
Mr. Bloxham is best known as head of 
the Travelers life insurance school. 

Leonard M. White, Northwestern 
Mutual Life, president San Francisco 
Quarter Million Round Table, chairman 
San Francisco C.L.U. chapter, vice- 
president San Francisco Life Under- 


derwriters Association, representing 
C.L.U. members, celebrated his 25th 
anniversary with the company. He 


started at Hollywood, Cal., and sold life 
insurance to finance his way through 
the University of California and Yale. 
He is a member of the R. J. Shipley 
general agency at San Francisco. 

A. J. Loyet, general agent Occidental 
Life, Davenport, Ia., celebrated his 40th 
anniversary in life insurance at the Oc- 
cidental’s convention in San Francisco. 
He started in 1899 with the Prudential 
in East St. Louis. Later he served 
the Metropolitan in St. Louis, Ottumwa 
and Oskaloosa, Ia. In 1908 the Metro- 
politan sent him to Davenport and in 
1911 he went with the Guaranty Life. 
When that company was reinsured by 
Occidental, he retained his general 
agency. He has never produced less 
than $250,000 annually, his record being 
$780,000 in 1931. 

A high honor came to Miss Mary 
Jane Goodwin, a 20-year-old bookkeeper 
at the head office of the Jefferson Stand- 
ard Life, when she was taking one of 
the regular tours through the National 
Broadcasting Company building in New 
York City. As she was moving along 
the line she was asked to step out and 
then was presented with a_ portable 





RCA _ radio-phonograph, because she 
happened to be the 3,000,000th person 
who had paid to take these regular tours, 
She was then taken through the NBC 
studios, was transported to the New 
York fair by the American Express, en- 
tertained there. She was given a dinner 
by the NBC people in the Rainbow Grill 
of the RCA building, where she made a 
special broadcast. Furthermore, she 
was presented a round trip ticket to 
Bermuda on the Pan-American Air- 
ways. She was greatly surprised at 
this honor and attention. 

Despite the fact that he devoted a 
considerable part of his time the past 
year to activities of the San Francisco 
Life Underwriters Association, George 
Bowman, recently elected a vice-presi- 
dent, showed a 40 percent increase in 
his business the past New York Life 
Top Club year. Mr. Bowman said this 
refutes the oft-repeated claim that as- 
sociation work weakens the agent’s writ- 
ings. R. A. Davies, a director of the 
association and also a member of the 
club, likewise showed a substantial in- 
crease, B. Von Senden of the San Fran- 
cisco office is president of the com- 
pany’s leading producers’ group, with 
$1,300,000 of paid business. 


H. W. Tryloff, district agent Sun Life , 


at Mt. Clemens, Mich., was elected off- 
cial bandmaster of the “old crowd” at 
the annual fishing jamboree there. This 
organization is made up of Macomb 
county business men who as boys fished 
the Clinton river. They have gathered 
annually since organization in 1897. The 
total catch this year was one four-inch 
perch. 


D. Easley Waggoner, vice-president 
and general manager of the United Fi- 
delity Life of Dallas, was welcomed 
home from a six-weeks tour of Europe, 
his first vacation in 20 years, with a 
salutation of applications from the 
agency organization. He found on his 
desk a framed scroll extending greet- 
ings from 157 agents whose production 
in a month’s campaign in honor of Mr. 
Waggoner totaled $953,244. 


The. agency force of Newark branch 
of the Mutual Life honored W. Reg- 
inald Baker with a luncheon in recog- 
nition of his 67th birthday. Irvin Relay, 
agency organizer of the branch, presided. 
Mr. Baker recently celebrated his 50th 
anniversary of service with the company. 
He has qualified twice for the Millon 
Dollar Round Table and he has been 4 
member of the company’s National 
Field Club for 20 years. He is a past 
president of the Life Underwriters As- 
sociation of Northern New Jersey. 

Vice-president L. J. Dougherty of the 
Occidental Life of Los Angeles and two 
agents, Paul McCarthy and A. J. Lovel, 
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missed by the breadth of a hair going to 
the San Francisco convention of the 
company on the ill-starred “City of San 
Francisco,” crack Northwestern railroad 
streamliner that was wrecked in Ne- 
vada. At the last minute they changed 
their plans and decided to travel on the 
“Forty-Niner.” Messrs. Dougherty and 
Loyet boarded the train at Clinton, Ia., 
and joined Mr. McCarthy, who got 
aboard the same train in Chicago. 


I. H. Kempner, chairman of Texas 
Prudential of Galveston, is vacationing 
at Lake Placid, N. Y. 


Mrs. W. A. Howard of the D. J. Far- 
rell agency of Pacific Mutual Life in 
San Antonio, who has been a member of 
the Big Tree Club for 11 years, led the 
agency force in combined paid produc- 
tion in July with $140,000. 

J. H. Brennan, Chicago general agent 
Fidelity Mutual Life, will leave on a 
business and vacation trip Aug. 30, stop- 
ping at the home office in Philadelphia 
to confer with officials, then taking in 
the New York Fair before going to At- 
lantic City where the annual agency 
convention will be held Sept. 6-8. Mr. 
Brennan is scheduled to preside over 
one of the business sessions in Chalfont- 
Haddon Hall, convention headquarters. 


DEATHS 


D. F. Givens, 79, special agent of the 
Northwestern Mutual Life for 24 years, 
died in Des Moines. He produced more 
than $5,500,000 of business and until the 
last three years was always among the 
Iowa leaders. He was a member of the 
“app-a-weeck” club for 679 consecutive 
weeks, or more than 13 years. He en- 
tered life insurance at the age of 55. 

Mrs. Mamie Andrews, wife of Dr. 
James L. Andrews, vice-president and 
medical director Columbian Mutual Life, 
died in Rochester, Minn., where she had 
gone for medical treatment. 

Cordello Herrick, 73, until his retire- 
ment six years ago agency director of 
New York Life in Erie, Pa., died 
there. 


W. L. Marston, who had represented 
the Mutual Life of New York in Pasa- 








Canadian Is Dead 








WILLIAM HASTIE 


Word has been received of the death 
of William Hastie, one of the two gen- 
eral managers of the Canada Life. Mr. 
Hastie for a number of years was as- 
sistant general manager and treasurer. 
He became investment manager for 
Canada Life in Montreal, after earlier 
experience in a shipping office at Glas- 
gow, and later connected with the Ca- 
nadian Bank of Commerce which he 
represented in western Canada for about 
20 years. In 1925 Mr. Hastie was made 
supervisor of eastern investment 


‘branches by Canada Life, and in 1928 


was called to the head office as assistant 
treasurer. He was named assistant to 
the president two years later and in 
1933 became assistant general manager 
and treasurer. He was elevated to gen- 
eral manager, an office he held jointly 
with S. C. McEvenue, in July, 1938. 











dena, Cal., for 15 years, died there. He 
was more than 70 years old, a graduate 
of Yale and before entering life insur- 
ance was professor in a middle western 
college. 








NEWS OF THE COMPANIES 





Continental American to 
Break Ground Aug. 28 


_ Ground breaking ceremonies for Con- 
tinental American’s new home office in 
Wilmington, Del., at which an agent 
selected in a production contest in which 
he led will set building operations in mo- 
tion, have been set for Aug. 28. Gerald 
M. Doherty, general agent of Boston, 
is “chief spadesman” and will turn the 
first shovelful of dirt. The campaign 
was designated the “spade crusade.” 

A brief program on the site will be 
followed by luncheon, attended by Gov- 
ernor McMullen of Delaware and Mayor 
Bacon of Wilmington, directors and 
officials of Continental American, and 
Tepresentatives of the architects, Mas- 
Sena & duPont, and the Turner Con- 
struction Company. 

Chief feature of the spade ceremony 
and luncheon will be attendance of 56 
agents who qualified in the company’s 
spade crusade in June. 

Abraham I. Covell of the Kruh agen- 
Be New York, and Ralph Benson, 
\ockville, Md., connected with the Bal- 
timore branch, will assist Mr. Doherty, 
Bae been runners-up in the contest. 
“0 C. Burt of Baltimore, captain of the 
in ld Guard” and oldest representative 

Point of service, will give the signal 
to start the excavating machinery. 
- he new building will be of five 
oi harmonizing with the govern- 
> sen buildings flanking it on Rodney 
—- cashiers were invited to attend 
Pm A three winners’ agencies. These 

€ Miss Maud Hayne, Baltimore; Miss 





Estelle Rosenberg, New York, and Vic- 
tor O. Davis, Peninsula agency, Mary- 
land. 


Carl E. Pratt Appointed 
Comptroller by Travelers 


Carl E. Pratt has been appointed 
comptroller of the Travelers succeeding 
the late C. D. Rarey. In this capacity 
he -will have under his direction the cash- 
iers and all clerical employes in the 
branch offices and the accounting depart- 
ments in the home office. 

Mr. Pratt was born in Breckenridge, 
Mo., June 4, 1889, graduated from high 
school at Salisbury and for two years 
attended the North Missouri Institute at 
Salisbury. 

In 1909 he entered the insurance busi- 
ness as an employe of the Turner & 
Nichols agency in Kansas City, which 
he served as an assistant cashier and 
later cashier, and on May 1, 1913, he be- 
came a direct employe of the Travelers 
as cashier in the Kansas City branch of- 
fice. On Nov. 1, 1915, he was trans- 
ferred to the St. Louis office as cashier. 
He went to the home office in the comp- 
troller’s department in January, 1920. In 
January, 1931, he was appointed assist- 
ant comptroller and since the death of 
Mr. Rarey has been acting comptroller. 





Simmons Resigns Reserve Loan Post 

A. B. Simmons, who has been in 
charge of real estate investments for 
the Reserve Loan Life for several years, 
has resigned. 











$5256 A Year — 
$438 A Month — 

earned in 1938 
by a Western Life general agent living in a 
city of 17,000. 


1938 total agency production $255,162. 


1938 general agent’s personal produc- 
tion $125,251. 


This General Agent says: “Removing pro- 
duction pressure has enabled me to enjoy the 
business, give better service to my clients and 
quality business to my Company.” (His 1938 
earnings were $3817 in first year commissions 
and $1438 in renewals and bonuses for per- 
sistency and increase of insurance in force.) 


General agency openings available in Cali- 
fornia, Oregon, Washington, Idaho, Montana 
and Utah. Write for copy of financial state- 
ment, 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 
Assets — $14,453,761 


MONTANA 


LEE CANNON 


HELENA 


R. B. RICHARDSON 


President Surplus — $2,300,000 Agency Vice President 
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The Great-West Life had 
$607,532,970 Business in Force 
at the end of 1938 
reflecting the confidence of 
210,000 Policyholders 





During this year, Business in Force has in- 
creased steadily each month to the new 
total of over $617,100,000. 


The 
GREAT - WEST LIFE 


ASSURANCE COMPANY 
Head Office — WINNIPEG 
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HIS may be your real opportunity—don’t knock. Simply 
write to the Agency Department of the United Life and 
Accitient Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident proteetion, non-cancellable and non- 
proratable. 
United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 
accident insurance. 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 





















































IN THESE DAYS 
MOST AGENTS NEED FINANCIAL AID 
IN DEVELOPING TERRITORY 


We have the plan to assist you 
together with a liberal commision 
and renewal contract. 


With its complete line of Life, 
Accident and Health Policies it 
makes a desirable connection. 


We invite men with clean records 
to send for our plan. Territory 
open in Wisconsin, Minnesota, 
Michigan, Illinois and Indiana. 


Address Agency Manager 


WISCONSIN NATIONAL LIFE 
INSURANCE CO. 


OSHKOSH, WISCONSIN 











Joins Mutual Benefit’s 
Field Service Stat 





_ George A. Myer, supervisor in the Bal- 
timore agency of the Mutual Benefit 
Life, is joining agency department field 
service staff. As 
agency assistant he 
will continue in a 
larger field the 
training and super- 
vision work con- 
nected with the 
company’s ad- 
vanced program- 
ming procedure, to 
which he has de- 
voted the greater 
part of his time and 
effort in Baltimore. 
For a time, at least, 
he expects to main- gpoRGE A. MYER 
tain his home in 
Baltimore and make field trips from 
there. 

Mr. Myer was born at Mahaffey, Pa., 
in 1894. He entered the life insurance 








business upon graduation from Johns 
Hopkins University. By 1925 he was 
Maryland manager for the Guardian 
Life. Early in 1937 he joined the Mu- 
tual Benefit’s Baltimore agency and 
completed its advanced training course 
at a home office school. In October of 
that year he was named supervisor in 
the agency. Mr. Myer was awarded the 
C. L. U. designation in 1930. 





Preferred Life 10th Anniversary 


About 200 attended the tenth anni- 
versary banquet of Preferred Life of 
Montgomery, Ala., Superintendent Ju- 
lian of Alabama was chief speaker. S. 
H. Longshore, general manager, said 
the company had closed its biggest year, 
assets passing the $1,000,000 mark. It 
now operates in Alabama, Georgia, Mis- 
sissippi, Louisiana, South ‘Carolina, Ten- 
nessee and Florida. J. E. Justice is 
president. 





Prospect with accident and health. 
Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 








LIFE AGENCY CHANGES 





Guarantee Mutual's 
New Appointments 


The Guarantee Mutual Life of 
Omaha appointed G. E. McCelvey, Jr., 
of Houston, as general agent for 20 
counties adjacent, succeeding T. F. Poy; 
nor, who resigned as general agent. Mr. 
McCelvey has recently been supervisor 
for the Jefferson Standard Life at 
Houston, and has been in life insurance 
sales work for eight years. He has 
opened an office at 1806 Milan street, 
Houston. 

The Guarantee Mutual has appointed 
John T. Sullivan of Eugene, Ore., gen- 
eral agent for three southwestern Ore- 
gon counties. He was formerly with 
the Guarantee Mutual’s Portland agency, 
and has more recently been an agent of 
the Aetna Life at Eugene. 

R. J. Patterson of Fort Dodge, Ia., 
is returning to life insurance sales work 
as general agent for the Guarantee Mu- 
tual. In 1923 and 1924, he was an agent 
for an Iowa company and was quite 
successful as a personal producer. His 
territory will comprise six north-cen- 
tral Iowa counties. 





Gilmore Now in Office 


B. W. Gilmore, new general agent of 
the Northwestern Mutual Life at Grand 
Rapids, has now taken charge of the 
office, being transferred from DeKalb, 
Ill. The last two years he won the 
award for the greatest number of per- 
sons insured in his company. He won 
the achievement cup for the last three 
years. He has been with the North- 
western Mutual 14 years. 





Four Field Assistants Named 


The Travelers has appointed four new 
field assistants in the life, accident and 
group departments of four branch 
offices. C. C. Ferris, New Haven, 
Conn., was assigned to the New Haven 
branch. J. H. Daniels, Buffalo, N. Y., 
has joined the Buffalo office. T. D. 
Coker, Peoria, Ill., was assigned to the 
Peoria office. W. W. Frost, Duluth, 
Minn., is making headquarters in the 
Travelers’ branch office there. 





Warren with T. F. Latta, Cleveland 


Ray Warren has been appointed man- 
ager of the life department of the T. 
F. Latta agency, general agent for Man- 
hattan Life in Cleveland. Mr. Warren 
= formerly with Provident Mutual 

ife. 





Gordon Nelson has been appointed 
manager of the life department of R. A 








Rowan & Co., Los Angeles. 


Acacia Mutual Has 
3 New Managers 


A. N. Gaston has been appointed man- 
ager of Acacia Mutual Life’s Jersey 
City, N. J., office and W. P. Crisler is 
appointed manager of the Dallas branch. 

Mr. Gaston began his life insurance 
career with Acacia at Dallas in 1937. In 
1938 he transferred to the Jersey City 
branch of which he will henceforth be 
manager. Mr. Gaston is widely known 





New England Mutual Makes 
General Agency Shifts 




















WINTHROP WINSLOW 


BOSTON —New England Mutual 
Life has appointed Winthrop Winslow 
general agent at Providence, R. I., suc- 
ceeding C. H. Stull, who becomes gen- 
eral agent at San Francisco. 

Mr. Winslow is a graduate of the 
U. S. naval academy, class of 1915. Af- 
ter five years’ active service, he resigned 
as lieutenant in 1920 to enter life insur- 
ance. He was an agent of Massachu- 
setts Mutual 1920-1934, then was ap- 
pointed general agent. In 1938 he joined 
New England Mutual as associate gen- 
eral agent with Mr. Stull at Providence. 
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in baseball circles, having been con- 
nected with the New York Giants and 
other major league clubs. He was once 
manager of the Des Moines club and 
manager of the Dallas club 1935-1937. 

Mr. Crisler was born at Waxahachie, 
Tex., but has spent practically all his 
life in Dallas. He began his business 
career there with one of the largest de- 
partment stores of which he later be- 
came superintendent. In 1932 he 
launched his insurance career and soon 
became one of the leading personal pro- 
ducers in the Dallas area. He con- 
tinued to distinguish himself as a per- 
sonal producer and later as agency man- 
ager of the Colorado Life. 


O. D. Heise Is Appointed 


Acacia Mutual Life has appointed O. 
D. Heise, formerly of the District of 
Columbia agency, as manager of the De- 
troit branch. He has been one of the 
leading producers in the home office 
agency since his appointment in 1935. 
He was born in Freeport, Ill., and was 
educated at Armour Institute, Chicago. 
He has lived in Washington for approxi- 
mately six years. He was formerly as- 
sociated with the E. A. Pierce Company, 
members of the New York Stock Ex- 
change, in New York City and Wash- 





Partnership of E. W. Wade 
and J. B. Roark Dissolved 


Association of E. W. Wade, San An- 
tonio, Tex., who has been combining 
the duties of general agent and field su- 
pervisor for the Pan-American Life, and 
J. B. Roark as general agents for Bexar 
and Travis counties is being dissolved, 
effective Sept. 1. Mr. Roark will con- 
tinue as general agent for the two coun- 
ties, while Mr. Wade will devote his 
entire time to field supervision. 

New Texas district manager appoint- 
ments announced by Mr. Wade include 
J. H. Dierlam, Corpus Christi; C. O. 
Dusek, Granger; L. D. Kruger, Uvalde; 
Hugo Franze and E. J. Tyler, Three 
Rivers, and J. W. James, Bryan. 





The Northern Life of Canada has 
appointed K. C. Wilson, manager of the 
Windsor, Ont., agency. He goes from 
Toronto, where he has had six years 
successful life insurance selling experi- 
ence. 





R. L. Gulley, home office agency super- 
visor General American Life, has moved 
his headquarters from San Antonio to 
the Dallas National Bank Building, Dal- 
las, where he is associated with L. E. 
Reisor, Dallas general agent. 








LIFE SALES 


MEETINGS 





Occidental Life Men 
Hold Convention 


The three-day annual convention of 
the Los Conquistadores Club of the 
Occidental Life of California in San 
Francisco had a program arranged so 
the agents had opportunity to spend a 
part of each day and evening at the fair. 
The last day was “Occidental Life Day” 
at the fair, all the agents receiving tick- 
ets for admission and to several of the 
principal concessions. 

Prior to the convention, company offi- 
cers were hosts at an informal cocktail 
party and reception. Sessions were held 
in the mornings, with intermissions at 
10 am. until mid-afternoon. 

Vice-president V. H. Jenkins wel- 
comed the club and installed the new 
officers: Frank J. Longo of the home of- 
fice, president for the second consecu- 
tive year, Charles E. Cleeton, Los An- 
geles, general agent, first vice-president, 
and Max Abrams, life manager for 
Isaacs & Bernstein of Cincinnati, second 
vice-president. 

W. B. Stannard presided the first day, 
George V. Shipley was chairman of a 
new members luncheon. L. S. Roscoe 
presided the second day, with R. F. 
Benjamin chairman of a group seminar. 
R. H. Belknap presided the third morn- 
ing, there being a series of round table 
meetings with 10 chairmen in charge. 
Round table meetings also were held the 
first morning. An accident and health 
seminar was conducted by F. B. All- 
dredge, superintendent of that division. 


New Qualification Plan 


Other speakers included Dwight L. 
larke, executive vice-president; How- 
ard J. Brace, secretary; C. H. Tookey, 
associate actuary; Carl L. DeVries, 
William Waddle, L. J. Dougherty, vice- 
President; Merton I. Condon of Hono- 
lulu; F. M. Hope, vice-president and ac- 
tuary, and Verner Leckie, director of ad- 
vertising, 

A new convention qualification plan 
Was announced calling for an 18-month 
Production period instead of the 12- 
month span recently used, and permit- 
se double qualification so that mem- 
ers with sufficient production and per- 
ser ed may bring their wives. First 
Aire of the club under the new plan 
he ~~ set for the early spring of 
pte at New Orleans or on the Gulf 

St. More than 225, including wives 


"a home office staff members, attended 
the convention. 





Atlantic Life Aces 
Hold Get Together 


More than 150 persons attended the 
convention of the Atlantic Life Aces 
Club in New York City, including 60 
qualified members of the club, members 
of their families and invited guests. 
They were welcomed by Superintendent 
Pink of New York. The highlight was 
the introduction of the new president, 
S. F. Clabaugh, by R. R. Lounsbury, 
retiring president, who will now give 
all of his time to the Bankers National 
Life, of which he is president. He will 
remain a director of the Atlantic. 

J. V. Talbot, general agent North- 
western Mutual Life, Newark, spoke on 
“From Beginning to End, the Close.” 

At a luncheon with about 175 in at- 
tendance, service pins, leaders’ emblems, 
and prizes for those keeping daily per- 
sonal inventory reports were awarded. 
R. V. Hatcher, superintendent of 
agencies, acted as toastmaster and was 
also chairman of the business sessions. 

At one session the company’s sales 
plan was discussed by G. T. King, Jr., 
Richmond; W. N. McCord, Washing- 
ton, D. C.,and Lowell Powell, Ashoskie, 
N. C. Those participating in an “In- 
formation Please” session, with Kenneth 
R. Miller, manager of agencies, as con- 
ductor, were T. F. Barr, Bristol, Va.; 
R. A. Treakle, Jr., White Stone, Va.; 
T. Whitt Greer, Jr., South Boston, Va.; 
R. N. Flickinger and R. L. Dobie, Nor- 
folk, Va. 


Brink Agency’s Great Lakes 
Cruise Starts Aug. 29 


DETROIT—The annual Great Lakes 
cruise of the E. B. Brink state agency 
of the United Benefit Life and Mutual 
Benefit Health & Accident will be held 
on the “Seeanbee,” leaving Detroit Aug. 
29 and visiting Georgian Bay, Sault Ste. 
Marie, Mackinac Island, Green Bay and 
Chicago. Mr. Brink will be host to 
agents who qualified for the trip in a 
two-months’ sales contest which closed 
Aug. 15, home office officials and com- 
pany managers from the middle west 
totaling 187. Sales conferences will be 
held aboard ship during the cruise. 

In attendance from the home office in 
Omaha will be S. C. Carroll, vice-presi- 
dent Mutual Benefit; E. S. Adams, as- 
sistant to the president of the companies; 
W. E. Huggins, superintendent of claims, 
and H. C. Carden, superintendent of 





agencies. Managers who will attend in- 
clude L. F. Flaska, Toronto; Rush Kirk- 
ham, Toledo; C. F. Gurney, Cincinnati; 
Floyd Holdren, Cleveland; M. G. Sleight, 
Syracuse; R. M. and F. W. Hale, Pitts- 
burgh; C. T. Redfield, Chicago; Emer- 
son Davis, Dayton; R. F. Sheehan, 
Newark; W. F. Helmbrecht, Buffalo; 
D. S. Walker, Philadelphia, and A. W. 
Heuertz, Memphis. 





Federal Life Convention 
Is Held in New York 


The Federal Life of Chicago had 
meetings of the Federal Life Club and 
Inner Circle in New York City this 
week, opening Tuesday. Karl Chappell, 
Elkin, N. C., is president of the Federal 
Life Club and presided Tuesday. R. F. 
Pope, Bay City, Mich., president of the 
Inner Circle, presided Wednesday. Mr. 
Chappell was again in the chair Thurs- 
day. Vice-president G. H. Barmore 
made some introductory remarks and 
President Isaac Miller Hamilton gave 
the address of welcome Tuesday. 

Executive vice-president L. D. Cava- 
naugh gave one of the main talks 
Wednesday. At the closing session 
Spencer Keare, assistant superintendent 
of agents, conducted a round table. 
President Hamilton. delivered the clos- 
ing address. 


Howes to Be Toastmaster 


R. N. Howes of Clinton, Ia., reporting 
through the Des Moines agency, will 














be toastmaster at the president’s dinner 
at the annual regional convention of 
the Aetna Life at the Broadmoor Hotel, 
Colorado Springs, the evening of Sept. 7. 





N. W. National Texas Convention 


The Texas convention of the North- 
western National Life will be held 
Sept. 3-7 at Camp Waldemar near Kerr- 
ville. Speakers will include W. F. 
Grantges, superintendent of agents; Dr. 
Karl W. Anderson, assistant medical 
director; Paul Abernathy, Houston 
manager Retail Credit; Dr. Herbert 
Poyner, chief examiner at Houston for 
the Northwestern National, and Roy 
Arterbury of Houston, on “The Spir- 
itual Side of Your Vocation.” 

Mornings will be devoted to open air 
business sessions and afternoons and 
evenings to rest, recreation and enter- 
tainment. Homer G. Hewitt, Texas 
state manager at Houston, will be in 
general charge. 





Return from Great Lakes Cruise 


Leading producers of United Life & 
Accident of New Hampshire have now 
returned from a seven days cruise on 
the Great Lakes, sailing from Buffalo 
and touching Detroit and Chicago. The 
head office was represented on the trip 
by John V. Hanna, president; W. D. 
Haller, secretary and agency manager; 
D. B. Whiting, actuary; J. M. Heartz, 
agency secretary; L. D. Benson, super- 
visor. I. L. Hartenberg is president of 
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||/actuaries 


CALIFORNIA 
C= 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


562 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























DISTRICT OF COLUMBIA 


Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
Organisation, Management, Tax Service 
Investment Bldg., Washington, D. C. 




















ILLINOIS 


WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 





























DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 

















HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
Io S. La Salle St., Chicago 
Associates 
Wolfman, A. A. I. A. Franklin 4020 


M. 
N. A. Moscoviteh, Ph. D. 
L. J. Lally 

















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 

















HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 

















NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 


























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Fred E. Swarts, C. P. A. 
,° . 








THE BOURSE PHILADELPHIA 




















the White Mountain Club, the leaders 
organization, by reason of his produc- 





tion. Frank Swartz is vice-president 
and G. L. Jordan is secretary. 








VIEWED FROM NEW YORK 





GAIN IN ATTENDANCE 


A marked increase in the number of 
visitors at the Aetna Life companies’ 
New York fair exhibit has been re- 
corded during the past 30 days. Figures 
for the latter half of July and the first 
two weeks of August show an attend- 
ance of more than 200,000, as compared 
with approximately 150,000 during the 
previous 30-day period. 

Officials attribute the gain to the fa- 
vorable comments of past visitors as 
well as an active campaign to publicize 
the exhibit by more than 25,000 Aetna 
Life representatives throughout the 
country. 





NEW BOOK IS ISSUED 


The Greystone Press, 40 East 49th 
street, New York City, has put out a 
new book entitled “What Will Happen 
and What To Do When War! Comes” 
edited by Larry Nixon. The preface 
says that this is the result of a woman’s 
anxiety. Alarmed by the headlines she 
wanted to know what could happen to 
her child, her husband and lastly herself 
in case this country should try to solve 
any of the world’s problems by recourse 
to war. This takes up one’s property 
and in connection with it insurance. It 
tells what happened to the German 
companies, the American companies, 
tells about the war clause, the death 
expectancy of a nation, reserves in in- 
surance funds, insurance dividends in 
war time, etc. It also considers infla- 
tion, real estate, the effect on business 
and one’s job, living requirements, etc. 
The book sells for $2.25 and can be se- 
cured from THE NATIONAL UNDERWRITER. 





CHANGES IN NEW YORK CITY 


Connecticut General Life announces 
several staff changes in the Broadway 
branch office and the 42nd Street branch 
office in New York City. C. W. Sabin, 
who has been brokerage manager in the 
Larkin agency at 225 Broadway, be- 
comes an assistant manager, supervising 
full time men; H. R. Tompkins becomes 
brokerage manager to succeed Mr. 
Sabin, and E. B. McKnight, who has 
been assistant manager for Mr. Larkin, 
is transferred to the 42nd Street office to 
act in the same capacity for Manager P. 
B. Holmes. 

Both Mr. Sabin and Mr. Tompkins 
are well known in New York City, the 
former having been active in brokerage 
and supervisory circles for some time 
and Mr. Tompkins having established 
an outstanding record in personal pro- 
duction in addition to his former man- 
agement duties at Broadway. Mr. Mc- 
Knight has been an assistant manager 
in the Larkin agency for several years. 





METROPOLITAN EXHIBIT DRAWS 


That insurance agents as a class are 
firm believers in life insurance is being 
demonstrated at the New York fair by 
the Metropolitan Life exhibit in the 
business systems and insurance build- 
ing. If a visitor to the exhibit presses 
a button, flashing lights will reveal there 
are 70,700 insurance agents insured by 
Metropolitan Life alone. The device is 
but one of a number of clever gadgets 
that are attracting crowds to the exhibit. 

Another is a large bowl-like contriv- 
ance, its perimeter studded with push 
buttons, each labeled with one of 45 
different occupations. Pushing a_ but- 
ton causes the number of policyholders 
in the particular occupation to flash on 
at the opposite side of the bowl. 

The focal point of the exhibit is a 
piece of statuary consisting of father, 
mother and child, symbolic of the aver- 
age American family for whose protec- 
tion life insurance primarily functions. 
In a small theater seating about 130 
persons the company’s health and acci- 


By R. B. MITCHELL 





dent prevention films are shown daily. 

Among the many gadgets are a life 
expectancy device and a survivorship 
gadget, both electrically operated. These 
are telephones which give short talks by 
F. H. Ecker, chairman of the board, 
and L. A. Lincoln, president. One just 
steps up to a booth, removes the re- 
ceiver and listens in. He is greeted im- 
mediately by Mr. Ecker, who extends a 
gracious welcome and then introduces 
Mr. Lincoln,: who gives an interesting 
talk concerning the company, its work 
and ideals, 





SELLING OTHER INSURANCE 


There is a _ difference of opinion 
among managers as to how far they 
should go in attempting to control the 
activities of their salesmen in canvassing 
for other lines of insurance than life. 
Some companies writing accident and 
health as well as life urge their agents 
to study their prospects from the per- 
sonal insurance standpoint and build up 
a program fixed primarily on life in- 
surance but bolstered by accident and 
health in order to protect their daily 
earnings in case of accident or long ill- 
ness. Agents of companies of this 
character usually major on either life on 
the one hand or accident and health on 
the other. Managers of life companies 


that do not write health and accident 
discourage their agents from writing 
any other kind of insurance. Some 
prohibit it entirely. Others allow the 
agents to follow their own course and 
work at it, knowing that they are sell- 
ing other kinds of protection. 

Those that are in favor of agents 
writing other classes, especially acci- 
dent and health, take the position that 
the big task of a manager today is to 
see to it that his agents are making a 
comfortable living so that their minds 
will not be disturbed by not having suf- 
ficient income to meet their bills. [If 
they can pad out their life insurance in- 
come by commissions from other forms 
of insurance they claim that this puts 
the men on a self sustaining basis and 
they are better able mentally to sell life 
insurance than they otherwise would be. 








CHICAGO 








LOSS OF MORALE NOTED 


General agents realize that there have 
been factors so far this year that mili- 
tated against normal life insurance pro- 
duction and the result has been a low- 
ered morale of the men carrying the 
rate book. There was a great orgy of 
production last December at the time 
when many companies were changing 
their settlement options and making 
them somewhat more restrictive. The 
agents had a great objective at that 
time, went to all people who could be 
called prospects and were very success- 
ful in closing up a large business. 








ALBUQUERQUE, N. M. 


Clarence J. Daly, President 








Managers. Wanted 


SANTE FE, N. M. 


(Other Territory Available) 


Premiums As Low As the Lowest 
Juvenile Policies 
Mortgage Protection Insurance 
Group Life Insurance 
Family Circle Plan 


All a part of an Aggressive Agency Development Program 
Now Being Inaugurated by this Company. 


An Unusual Contract Enabling 
the Usual Agency Manager 
to Accomplish the Unusual 


Write to 


The Capitol Life Insurance (o. 


DENVER, COLORADO 


EL PASO, TEXAS 


W. V. Woolen, Agency Vice Pres. 























MEN WHO SELL 


= 
Designate the ROCKFORD LIFEMEN — Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown, President 


Rockford, Illinois 
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Therefore, when January and February 
rolled around they found almost a 
clean slate. They had no prospects in 
the making and it was necessary there- 
fore to turn their attention to prospect- 
ing. There were two months when 
comparatively little business was pro- 
duced. Then in March and April came 
war scares. People were in a state of 
doubt as,to the future and they did not 
desire to make long commitments. After 
the war scare was over some agitation 
was started in Washington which threw 
business out of gear again. The unem- 
ployment situation had not been allevi- 
ated to any great extent. The great era 
of spending goes on unabated. 

The people who ordinarily would be- 
come prospects are affected by these 
conditions. Many salesmen have grown 
stale and need to sharpen their wits 
and delve into their task again with a 
right good will. 





WALLS NAMED SERVICE MANAGER 


Ewart G. Walls, Jr., has been ap- 
pointed service manager of the C. J. 
Zimmerman agency of the Connecticut 
Mutual Life in Chicago. Mr. Walls is 
a native of Chicago and graduated from 
Dartmouth College in 1938. He has 
been attending the home office training 
school of the Connecticut Mutual the 
past year. 





BUSINESS LIFE INSURANCE CASE 


The “Estate & Tax News” reports 
an important ruling where stock value 
was held decreased by business insur- 


ance: 

“The board of tax appeals arrived at 
a very interesting conclusion in a recent 
case involving business life insurance 
. of J. T. H. Mitchell 37 5B. Tt. 
A. 1). 

“The decedent, Mitchell, and his busi- 
ness associate, Lennen, were the sole 
owners of the common stock of Lennen 





& Mitchell, Inc. In 1929 Lennen & 
Mitchell entered into a contract provid- 
ing that in the event of the death of 
either, the survivor should purchase the 
decedent’s stock at a price to be deter- 
mined according to a prescribed for- 
mula. To assure that the agreement 
could be carried out, they further agreed: 
(1) That each would take out a $200,000 
policy of life insurance on his own life, 
payable to his estate; (2) that each 
would pay one-half of the total pre- 
miums; and (3) that in the event of the 
death of either while the agreement was 
in force, the proceeds of the insurance 
on the decedent’s life should be credited 
against the purchase price (as otherwise 
determined) of the decedent’s stock, and 
that the survivor should pay for the 
stock only the difference between the 
full value and the amount of such pro- 
ceeds, 

“Mitchell died, and it was determined 
that his stock was worth $313,771. The 
proceeds of the $200,000 policy of insur- 
ance on his life amounted to $202,666. 
Lennen then purchased Mitchell’s stock 
for the difference, or $111,105. 

“The commissioner contended that for 
purposes of the estate tax the insurance 
and the value of the stock should be 
considered separately; and that a total 
of $516,437 should be included in Mit- 
chell’s estate on account of the two in- 
terests. Mitchell’s executors, however, 
maintained that if the insurance was 
taxable, the value of the stock should 
be reduced by the proceeds thereof; and 
that the total amount to be included in 
the gross estate on account of the two 
interests should not exceed $313,771. 

“The board of tax appeals agreed with 
the executors. The insurance, the board 
said, was fully taxable since it was pay- 
able to the decedent’s estate. But the 
value of the stock, it concluded, was lim- 
ited by a bona fide agreement to the 
amount paid for it by Lennen, or $111,- 
105.” 
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Caminetti to Check Agents’ 
Qualifications, Practices 


SAN FRANCISCO—Five junior in- 
vestigators have been appointed by Com- 
missioner Caminetti to check on qualifica- 
tions of agents and brokers and also 
on the practices of agents, agency con- 
nections and the activities of brokers, and 
are to be given a preliminary course of 
instruction by the commissioner and his 
chief assistant, E. P. Fay. Before being 
given practical assignments in the field, 
these investigators and the 15 others that 
Commissioner Caminetti will shortly ap- 
point are also to have a complete course 
of study under the direction of R. L 
Patterson, acting chief of the bureau of 
licenses. Mr. Patterson is a former local 
agent and state assemblyman who has 
more recently been active in agents’ 
educational work through the extension 
division of the University of California. 





Mr. Patterson also plans to accompany 
the investigators into the field on their 
first assignments. 

Those so far appointed are: W. F. 
Lange, insurance broker, San Francisco; 
Pierre Tomlinson, Berkeley; Erich 
Berndt, Fresno, formerly with fire and 
casualty companies in loss investigation 
work; Harold Rose, San Jose, formerly 
educational supervisor West Coast Life; 
A. F. Davis, Sacramento, formerly with 
the Physicians Life. 

It is the plan of Commissioner Cami- 
netti to have eight of the 20 investigators 
operate out of the San Francisco office 
and 12 from the Los Angeles office. 


Patterson Speaks in Denver 


DENVER—A large number of insur- 
ance men as well as the members of 
the Denver Bar Association attended a 
two-day institute on “current problems 
of insurance law,” held at the home 
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office of the Capitol Life. Principal lec- 
turer was Prof. Edwin W. Patterson of 
Columbia University, who was in charge 
of the recent revision of the New York 
law. Among the subjects he discussed 
were: “What is insurance?” and “Doing 
an insurance business.” 





Neslen to Take Action on 
Unlicensed Brokers 


Companies and their agents operating 
in Utah have been asked by Commis- 
sioner Neslen to cooperate in solving 
problems presented by the fact that 
many agents of the state are illegally 
acting as brokers. The commissioner 


warns that any and all cases of broker- 
ing without a broker’s license that are 
brought to the department’s attention 
will be prosecuted and any persons who 
are brokering or intend to do so must 
immediately procure license by applica- 
tion to the department. Companies and 
their general agents were requested to 
display a copy of the bulletin and send 
notice to all agents operating in Utah. 

If an individual represents a company, 
Mr. Neslen explained, an agent’s license 
is necessary, but if he acts for or on 
behalf of the assured for compensation 
in aiding him to get or negotiate insur- 
ance of any kind in any company for 
which he is not licensed as agent, he 
must have a broker’s license. 
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Program for Sales Course 
in Minneapolis Announced 
MINNEAPOLIS—The faculty and 
subjects for the sales training course to 
be conducted this fall by the Minne- 
apolis Association of Life Underwriters 
were announced this week by W. S. 
Leighton, general chairman. The 
faculty includes some of the outstanding 
producers of Minneapolis, several of 
them members of the Million Dollar 
Round table. Following is the schedule: 


Course Schedule Given 


Sept. 15. “Plans and Purposes of Life 
Insurance,” Paul Speicher, R. & R. Serv- 
ice; “The Job of Selling,” C. J. Zimmer- 
man, general agent Connecticut Mutual, 


Chicago. 

Sept. 22. “Life Situations,” A. R. 
Hustad; “Types of Contracts,” K. A. 
Osterberg. 

Oct. 2 “What’s in a Policy,” J. D. 
Graham; “Filling Out Application,” 
Byron Hannay. 

Oct. 9. “Whom Shall I Sell?” F. R. 
Olsen; “Determining My Major,” Roy A. 
Lathrop. 

Oct. 16. “Ethics of the Business,” 


Falconer Thomas; “The Insurance De- 
partment and the Agent,” Commissioner 
Frank Yetka. 

Oct. 23. “Getting Started in the Field,” 
Robert E. Shay; “Your Work Plan for 
the Next Thirty Days,” Frank L. Brun- 
kow. F 

Oct. 30. “Selecting Your First Minor,” 
G. C. Hurst; “How to Sell Retirement 
Income,” Martha W. Allin. 

Nov. 6. “How to Secure Favorable In- 
terviews,” P. H. Dunnavan; “Establish- 
ing and Fixing the Problem,” Paul Dob- 
son. 

Nov. 13. “Offering the Solution,” H. W. 
Meagher; “Objections-Basic Principles,” 
J. M. Tuthill. 

Nov. 20. “Specific Objections,” E. E. 
Bearg; “Motivation,” C. J. Kelly, Jr. 


Nov. 27. “The Closing Process,” Lloyd 
J. Lynch; “The Sales Process,” L. W. 
LaBounta. 


Dec. 4. “Building a Second Sales Talk,” 
Paul G. Hommeyer; “Keeping Supplied 
with Prospects,” A. M. Nelson. 

Dec. 11. “Organizing Your Field Work,” 
R. E. Peters. 

Dee. 21. — Graduation Diplomas 
awarded by Frank T. McNally. 





Johnson Endorses School Plan 


Holgar J. Johnson, president of the 
National Association of Life Underwrit- 
ers, has given strong endorsement to 
the holding of schools such as that con- 
ducted by the Florida association. 

“I am very much interested in the 
idea of these schools that are being 
held,” he said. “Personally I feel that 
they can make a vital contribution to- 
ward the effectiveness of any associa- 
tion, because a school held by an asso- 
ciation affords an opportunity to promul- 
gate principles, objectives and methods 
toward cooperative results.” 





New Pittsburgh Secretary 


Edward M. Aiken, who has been ex- 
ecutive secretary of the Pittsburgh Life 
Underwriters Association, goes with the 
S. E. Webster agency of the Provident 
Mutual there. Ross S. Edgar, for 35 
years connected with the Berkshire Life, 


first as office manager and later as 


agent, will assume the duties. 


Salt Lake City—The directors have 
recommended publication of a monthly 
bulletin, edited by President Frank 
Mozley, Secretary Karl K. Krogue and 
Publicity Chairman John James. Meet- 
ings will be held the second Monday of 
each month, beginning Sept. 11, instead 
of the second Tuesday as heretofore. 

Fort Worth, Tex.—Fort Worth and the 
association here would be glad to have 
the January sales congress, which is 
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sponsored by the Texas association, held 
here instead of Dallas where it has been 
held for several years, but would not 
consider making any move to get the 
meeting without the full cooperation of 
the Dallas association, President W. D. 
Movzon, Jr., said. 

Northwest Texas—R. W. Archer of 
Dallas, Southwestern Life publicity di- 
rector, spoke at Amarillo on ‘White 
Elephants.” 

Michigan—President K. W. Conrey, 
Penn Mutual, Grand Rapids, has ap- 
pointed J. H. Kennedy, unit supervisor 
Equitable Society, Detroit, and H. O’F. 
Barrett, manager Metropolitan, Grand 


Rapids, as co-chairmen of the member- 
ship committee. They pledged them- 
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selves to secure 600 new members by 
Jan. 1. This would increase the roster 
to about 1,400. 

Boston—Gardiner A. Smith, executive 
secretary for the past year, has resigned. 


St. Louis—The young men’s division is 
sponsoring a prize essay contest on 
“What American Life Insurance Has 
Done for American Life.” Entries must 
be submitted by Sept. 15. The winners 
will be announced at the National asso- 
ciation convention in St. Louis. 

Florence, Ala.—J. F. Lee, Birmingham, 
spoke on “Prospecting for Life Insurance 
Needs Instead of Selling Insurance Poli- 
cies.” 

Corpus Christi, Tex.—R. W. Sims, Re- 
tail Credit, San Antonio, spoke on credit 
inspections. Among the guests were 
C. E. Pacey, New York Life supervisor 
in Oklahoma, and G. A. Helland, San 
Antonio, general agent Connecticut Mu- 
tual Life. 

The association will cooperate with the 
Corpus Christi Insurance Exchange in 
staging Insurance Day, Sept. 13. 

Abilene, Tex.—Ewell Jones, Jefferson 
Standard Life, has been elected presi- 
dent, Harvey L. Hays, Southwestern Life, 
vice-president, and D. M. Cranfill, Amica- 
ble Life, secretary-treasurer. 


Manitowoc, Wis.—Alvin Moser, Mil- 
waukee, president Wisconsin association, 
and Frank Neu, Green Bay, chairman 
state advisory committee on educational 
insurance courses, were guest speakers 
at the monthly meeting here. F. H. 
Planting, Prudential, president, was 
chairman. Mr. Moser discussed the state 
and National associations in relation to 
local units, and Mr. Neu spoke on the 
educational program leading to the 
C. ta U, 

Chicago—William E. North, New York 
Life in Chicago, was appointed vice- 
chairman of the Chicago association’s 
committee in charge of ordinary agency 
membership, assisting W. H. Siegmund, 
Zimmerman agency Connecticut Mutual, 
membership chairman. Mr. North, trans- 
ferred to Chicago recently from Port- 
land, Ore., is experienced in association 
work, having been director for two years 
of the Portland association, legislative 
chairman and also chairman Oregon state 
sales congress. He was formerly lo- 
cated at Butte, Mont., serving on the 
legislative committee of the local asso- 
ciation. He is the author of a text book 
on sales training. 

The Birmingham association held its 
annual picnic and outing at Roebuck 
Club, Aug. 24. 








MANAGERS 


Philadelphia Cashiers Meet 


The Philadelphia Life Agency Cash- 
iers Association held a meeting Thurs- 
day of this week. W. B. Spencer is 
president. H. E. St. Clair, associate 
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secretary, Life Office Management As- 
sociation, was present to explain the 
educational program of the L.O.M.A. 
Institute. The details of the proposed 
plan for classroom instruction at Tem- 
ple University night school, to be con- 
ducted under the direction of Prof. F. 
T. Allen of the insurance department, 
were given. 


N. J. Supervisors to Hear Riehle 


The Life Agency Supervisors Asso- 
ciation of Northern New Jersey will 
hold its first dinner-meeting of the sea- 
son Sept. 19 in Newark. T. M. Riehle, 
Equitable Society, New York City, for- 
mer president National Association of 
Life Underwriters, will speak. 


Wiedermann Asks United Front 


B. A. Wiedermann, general agent 
Union Central Life, speaking to the San 
Antonio Life Managers Club, told of 
progress made in the last 26 years in life 
insurance service and the type of men 











selling. He appealed for cooperation of 
all general agents and managers through 
membership in associations to meet 
problems confronting the agents and 
stressed the importance of numbers 
when asking for beneficial legislation or 
opposing adverse legislation. 


Detroit Officers Are Elected 


DEROIT.—The new directors of As- 
sociated General Agents & Managers 
selected these officers: E. P. Balkema, 
Northwestern National, president; Don- 
ald Machum, Manufacturers Life, vice- 
president; W. 'S. Reeve, Union Central, 
treasurer, and H. B. Thompson re- 
elected executive secretary-counsel. Mr. 
Balkema has just retired as president 
of the Detroit C.L.U. chapter. Direc- 
tors elected at the annual meeting com- 
prise the committee heads. 


The Los Angeles Life Cashiers Asso- 
ciation held its annual picnic at the Her- 
mosa Beach home of Cashier Lawrey 
of the Pacific Mutual Life. 
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Occidental’s New 
Policies Announced 


At the Occidental Life’s convention 
in San Francisco several new policy 
forms were announced. 

1. A new family group policy to in- 
sure the father, mother and dependent 
minor children of one household under 
one policy. Not a joint life plan, it pro- 
vides for individual insurance on each 
life, combined into one policy for the 
family with attractive rates not other- 
wise obtainable. The plan will be writ- 
ten non-medically. Minimum total pol- 
icy amount on combined lives is $1,500 
for any one policy with not less than 
$500 on the payor (the father) and not 
less than $250 ultimate amount on each 
of the other lives insured. Children un- 
der 5 will be written for graded amounts. 
The policy plan on all lives will be ordi- 
nary life (endowment at 96) with cash 
and loan values available to the payor on 
the basis of issue age and duration of 
each individual insured. The automatic 
non-forfeiture option will be extended 
insurance on each life for the period pro- 
vided by the net cash value available on 
such life. Reduced paid-up insurance 
will not be granted but the automatic 
premium loan provision will be avail- 
able. 


New Family Policy Plan 


2. A new plan known as the family 
protection policy—a combination of 
term to 65 with family income provision 
of $10 per month income per $10,000 of 
protection to age 65 written as an in- 
tegral part of the policy. 

3. A new policy contract form—to be 
available not later than Jan. 1 and incor- 
porating -both changes in text which has 
been greatly shortened and simplified, 
and in physical appearance. 

C. H. Tookey, associate actuary, also 
announced a revision in settlement op- 
tions effective when the new forms are 
placed in use. The new options will all 
be based on 3 percent interest with the 
exception of the deposit rider which will 
use a guaranteed rate of 2% percent in- 
terest. 





Adopts Salary Savings 

A salary savings system has been 
adopted by the Security Mutual Life of 
Lincoln, Neb. The minimum require- 
ment for establishing the plan is $10,000 





covering at least five lives. 





Fidelity Mutual Is 
Changing Forms 


Fidelity Mutual Life has placed in ef- 
fect on the income life plan the same 
policy changes instituted in other pol- 
icy forms Jan. 1, made necessary by 
continuing low interest rates. 

A new income for life, providing a 
modified income of $5 per month at ma- 
turity, in addition to the income for 
life providing $10 per month which has 
been issued for some time, was an- 
nounced. Premium rates and cash values 
are correspondingly lower than for the 
older form. The new contract gives $1,- 
000 insurance per unit with $5 per 
month maturity income for 120 months 
certain and for life. It has maturity 
values: Males—55, $928; 60, $832; 65, 
$745; females—55, $1,025; 60, $928; 65, 
$832. 


Maturity Values Greater 


Changes made necessary in the regu- 
lar income for life to bring the maturity 
settlement into line with current ex- 
perience, result in larger insurance ma- 
turity values, approximately the same 
but not exactly so as the annuity basis 
in optional modes of settlement. The 
annuity return under income for life at 
maturity is slightly more favorable to 
the assured, maturity values being: 
Male—55, $1,855; 60, $1,654; 65, $1,490; 
female—55, $2,049; 60, $1,855; 65, $1,664. 
Maturity age 50 has not been a popular 
plan in this form and has been discon- 
tinued. 

Premium rates were revised to pro- 
vide for the increased maturity values, 
these being for the regular income for 
life and the income for life-5 forms: 








Age es 
Plan 25 35 45 

Income at 55— ao 
Regular, male ...... $48.29 $81.63 $184.47 
Regular, female .... 52.39 89.14 202.00 
Inc. for life—5, male 29.76 47.21 99.9%: 
Ine. for life— 

bj) POMOAIC cnn Teas 81.54 50.58 108.40 

Income at 60— » pr 
Regular, male ...... $6.64 57.10 106.68 
Regular, female .... 39.70 62.36 ee 
Ine. for life—5, male 24.55 35.87 64.0! 
Ine. for life— ae 

6; *EOMIAIC *... d.58 52105 25.83 38.14 67.3% 

Income at 65— 71.13 
Regular, male ...... 29.15 42.69 aS 
Regular, female .... 31.21 46.13 77.51 
Inc. for life—5, male 21.52 29.78 46.9! 
Ine. for life— 9 94 

5, Teme s......4.28 22.33 31.16 49.6 


The new joint and two-thirds to sur 
vivor settlement option is being !™ 
cluded in both the income for life and 
income for life-5 forms. The assured 
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may elect to have the maturity value or 
cash value at ages 55, 60 or 65 to pro- 
vide a joint life annuity to himself and 
beneficiary, the annuity being continued 
for two-thirds the amount during the 
lifetime of the survivor. It is a sepa- 
rate settlement not included with the 
regular modes of settlement, and thus 
may be included on request in other pol- 
icy forms for use in connection with 
the cash value when assured attains ages 
55, 60 or 65. 

Fidelity Mutual will issue either regu- 
lar income for life or income for life-5 
with the disability income clause in an 
amount equal to the maturity income. 
This will be $10 per month with the 
regular income for life and $5 per 
month with the income for life-5 plan, 
minimum policy with disability income 
being $2,000. 

Disability Income Benefit 

The family income rider has been re- 
vised to 2% percent interest basis, the 
same as the interest and instalment op- 
tional modes of settlement, this involv- 
ing a slight increase in premium rates. 
The family maintenance rider will be 
available for use not only with ordinary 
life and modified life plans, but also all 
other plans except term, provided the 
family maintenance period selected shall 
not exceed the premium paying period 
of policy and not extend beyond age 65. 
This rider also was placed on an inter- 
est assumption of 244 percent, with com- 
muted amount of insurance increased 
from $1,368 to $1,507 on the 20-year 
plan and from $1,098 to $1,197 on the 
15 year plan, and premium rates ad- 
justed to provide for this additional in- 
surance. 

The family maintenance rider may not 
be used in Illinois and New Jersey 
above age 41 for the 20 year plan and 
age 49 for 15 years. 

Fidelity Mutual withdrew the single 
premium 10 year endowment plan and 
hereafter will not issue single premium 
endowment for shorter periods than 15 
years to maturity. Annual premium in- 
come for life and endowment plans will 
not be issued for shorter periods than 10 
years. Policy limits have been modi- 
fied in line with smaller amounts of re- 
insurance that can be secured in future. 





National Equity Revisions 
A complete revision of premiums and 
values became effective Aug. 15 for the 
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Modern Woodmen Hangs Up 
Record in Half Year 


Modern Woodmen of Rock Island, 
Ill., in the first six months this year had 
the best gain in its history, the officers 
reported. Admitted assets June 30 were 
$81,910,944, a gain in the half year of 
$3,256,054. Certificate reserves totaled 
$75,699,819. Benefits paid in the first 
six months were $6,848,493, or at the 
rate of more than $1,141,000 a month. 
The society was more than 56 years old 
on June 30. In its history it has paid 
349,982 death claims, totaling $578,613,- 
274, Secretary J. G. Ray reported, and 
86,993 cash claims totaling $27,221,835, 
a total of $605,835,109, 

Modern Woodmen’s sanitarium at 
Woodmen, Col., has just received a cer- 
tificate of the American College of Sur- 
geons, designating it as an approved 
institution. 


Three Alabama Bills Are 
Voted Out by House 


Three bills vitally affecting fraternals 
have been reported on favorably by the 
Alabama house, according to a bulletin 
sent out by Foster F. Farrell, secre- 
tary-manager National Fraternal Con- 
gress. 

One relating to solvency of societies 
declares the valuation method set forth 
in the old law shall not be considered 
as a test of financial solvency of a so- 
ciety, but each society shall be held to 
be legally solvent so long as the cash in 
its possession is equal to or in excess 
of all its liabilities which are due and 
unpaid. Societies are required to inform 
members as to the valuation and ex- 
plain the condition disclosed not later 
than June 1 each year, either by letter 











National Equity Life of Little Rock. 
Slight increases were made throughout 
and the regular life forms were put on 
the endowment at age 85 basis. Two 
participating plans, ordinary life and 20- 
payment life, replace the old participat- 
ing profit sharing agreement. While 
the company does not intend to push 
participating business, it is providing 
these plans as a convenience for the 
sales force. 

en Par. 

Pay. End. 
End. End. 20- 
Age Age wr. Age Ord. Pay. 


Age 85 85 End. 65 Life Life 
= Beart 295 $22.09 $43.50 ei - . ee $25.89 
.O1 0 


35 i736 26.00 23.10 20.68 30.16 
30 19.40 28.19 43.89 27.24 22.90 32.55 
35 22.37 31.15 44.17 33.39 26.23 35.78 
40 26.75 35.27 44.99 43.41 30.89 40.27 
45 33.24 41.14 47.95 57.81 37.93 46.68 
50 41.28 48.10 52.30 81.25 46.63 54.27 
55 52.49 57.69 58.58 127.55 58.66 64.71 
60 64.67 70.67 71.72 . 74.73 78.79 
65 88.50 88.50 ees 96.07 98.03 





Home State’s New Forms 


Sept. 1 is the effective date for a new 
ordinary department rate book by the 
Home State Life of Oklahoma City. 
Premium rates are being slightly in- 
creased on all plans except Home State 
specials, continuous premium endow- 
ments at age 85 and juvenile forms. 
Two new plans are being issued: 20- 
payment endowments at age 60 and age 
65. The new rate book is a product of 
the company’s own printing plant and 
is bound in a genuine leather cover. 
Premiums for a few of the more popu- 
lar forms are: 


Sel. Sel. 20-P. 20-P. 20-P 
Risk Risk End. 20 End. End 
Ord. 20-P. Age Yr ge £ 
Age Life Life 85 3 0 
ae -. $19.36 $41.47 $22.23 $21.07 
15 $12.43 $20.16 20 24 


20 13.77 21.76 








or by publication in the society’s offi- 
cial paper. 

Another bill governs the right to in- 
stitute proceedings stipulating that no 
action in quo warranto for dissolution 
of a domestic society shall be entertained 
by court, unless made by the attorney- 
general. However, in the absence of 
any action by the attorney-general, a 
receiver may be asked for by a policy- 
holder where the society trust fund is 
being depleted and dissipated fraudu- 
lently. 

A third bill relates to quo warranto 
proceedings against domestic societies, 
authorizing the insurance superintendent 
to present the facts to the attorney-gen- 
eral for action toward dissolution of a 
society, conservation of assets and tak- 
ing possession of records. 


Polish National Alliance to 
Meet in Detroit, Sept. 10-16 


The Polish National Alliance of Chi- 
cago will hold its quadrennial conven- 
tion at the Book-Cadillac Hotel, Detroit, 
Sept. 10-16. There will be a speaking 
program the first day, the remainder of 
the meeting being devoted to business 
sessions and election of officers. Arthur 
Koscinski of Detroit is chairman of the 
pre-convention committee in charge of 
the program and local arrangements. F. 
X. Swietlik, censor, and J. Romaszkie- 
wics, president, will give account of their 
stewardship, and Secretary A. S. Szczer- 
bowski will report on affairs. 








Fraternal Case Decided 


The Kansas supreme court affirmed 
the judgment of the Neosho district 
court in Cable, administrator, vs. Broth- 
erhood of Railway Trainmen. The pro- 
ceeds of the insured’s two beneficiary 
certificates were awarded to his admin- 





istrator. The assured’s divorced wife 
appealed from the judgment, claiming 
the proceeds on the ground that she 
was the common law wife of the assured 
at the time of his death. On the appeal, 
however, it was held that there was sub- 
stantial competent evidence to support 
the finding that she was not the com- 
mon law wife of the assured, and to 
support the judgment of the trial court. 
Judgment for the administrator was af- 
firmed. 





Biggs Honored on 69th Year 


Aug. 16 was the 69th birthday of C. 
L. Biggs, recorder Maccabees, Detroit, 
and president National Fraternal Con- 
gress. The annual banquet at the 
N.F.C. convention in Detroit was held 
that evening and was made a medium 
for doing honor to Mr. Biggs. A huge 
birthday cake was presented to him. 


Lincoln, Neb., Picnic Draws 2,000 


LINCOLN, NEB.—More than 2,000 
persons from 30 Nebraska towns at- 
tended the first annual picnic of frater- 
nals at Capital Beach here. In charge 
were W. H. Carison, Modern Wood- 
men; Mrs. Faye Shatto, Security Bene- 
fit, and Mrs. Ruth Marhenke, Woodmen 
Circle. Drill teams competed. 


Transfer Palmer to Houston 


R. F. Palmer, San Antonio, Tex., dis- 
trict manager Modern Woodmen, has 
been transferred to Houston, Tex., as 
district manager, with offices at 708 
Citizens State Bank building. 











Banker Is Coyner’s Aid 


Edward U. Banker, Jr., of Aurora, 
Ill, has been appointed supervising as- 
sistant in the Mutual Life of New York 
agency in Chicago of which C. L. Coy- 
ner is manager. Mr. Banker will assist 
Mr. Coyner in organization, supervision 
and instruction. He went with Mutual 
Life in 1932. 





The Party is 


It's been a grand affair 


welcome." 





We hope you had a good time 


The skirling of bagpipes, the best of drums and the 
sound of five thousand marching feet has died away. 
Thousands of fraternalists from all parts of the United 
States and Canada have returned to their homes. 
International Fraternal Week is over. 


The Maccabees hope that everyone who visited Detroit 
had a good time. We did everything possible to 
make your stay in Detroit a memorable one. 


Detroit is agreed that the 26th annual convention of 
the National Fraternal Congress was one of the most 
desirable and orderly meetings in the city's history. 
Detroit newspaper editorials have hailed the fraternal- 
ists as ‘friendly people—the kind the city is proud to 
The people of Detroit have a new impres- 
sion of the strength of the fraternal system. 


The Maccabees are proud to have been hosts. 


The Maccabees 


Detroit, Michigan 


Over 
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Hearing Stresses Profits of 
Stock Industrial Writers 


(CONTINUED FROM PAGE 1) 


ve P. Sutphen, vice-president Pruden- 
tial. 


Cites Armstrong Investigation 


In his introductory statement Wed- 
nesday Examiner Gesell mentioned the 
“substantial surpluses” and “phenome- 
nal returns” to stockholders of many of 
the industrial companies. Observing 
that the federal government has never 
studied industrial, Gesell said that in 
England, where industrial originated, 
there have been at least two official 
studies under the auspices of parliament 
and “oddly enough these studies have 
disclosed practices which in many cases 
are identical with practices of certain 
American industrial companies which 
have been pointed out by present day 
critics in this country.” 

Referring to investigations by various 
states, Gesell quoted from the Arm- 
strong committee’s report the statement 
that “The most serious evils which have 
been disclosed by this inquiry to-wit: 
the excessive premiums, the enormous 
lapse rate and the hardships of the 
agents, seem to be inherent in the sys- 
tem. A great reform could be accom- 
plished if the expense of solicitation and 
collection could be avoided by the estab- 
lishment of branch offices where insur- 
ance might be obtained by the thrifty 
poor who desire it. But the opinion of 
those connected with the companies is 
that such a plan would be impracticable 
and the committee is without informa- 
tion which would justify an attempt to 
compel its introduction. It is insisted 
that the present method is the most 
economical that has yet been proved to 
be adequate to the exigencies of the 
business. The alternative seems to be 
presented of either prohibiting alto- 
gether industrial insurance by private 
corporations or of permitting its con- 
tinuance substantially upon the present 








basis, subject to those regulations de- 
signed to secure economical administra- 
tion, applicable to all companies alike.” 


Current Study in New York 


Mentioning the study of industrial 
now being conducted by the New York 
legislative committee headed by As- 
semblyman R. Foster Piper, Gesell said 
that “this committee is doing significant 
work and I would like to take this op- 
portunity to acknowledge the coopera- 
tion which the commission has received 
from Piper.” Gesell pointed out, how- 
ever, that “as will be demonstrated in- 
dustrial insurance is not the peculiar 
problem of any single state and it is 
fitting that the operations of the indus- 
trial business be examined from a na- 
tional point of view.” 

In his exhibition on distribution by 
states, Dr. D. H. Davenport, SEC sta- 
tistical expert, said that there are eight 
states in which the number of industrial 
policies exceed the entire population and 
also that in eight states the amount of 
industrial premiums per capita exceed 
$10. 


Premiums $5.99 Per Capita 


Relative to total industrial premiums 
to the total U. S. population, he said 
they amounted to $5.99 per capita, while 
if the comparison were solely against 
persons insured under industrial cover- 
age the average premium would, of 
course, be materially higher. 

Dr. Davenport said that of 84 com- 
panies on which data was available in 
reference books six had lapse rates of 
100 percent or higher and that about 
80 percent of the companies had lapse 
rates of 75 percent or higher. He em- 
phasized that these figures included no 
surrenders. 

The hearing opened with the subcom- 
mittee chairman, Garland S. Ferguson 
of the federal trade commission, pre- 
siding. 

Others on hand included Congressman 
Joseph Casey of Massachusetts who was 
appointed subcommittee vice-chairman, 








to 64 next birthday. 


Independence Square 





THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


——_9——_. 
A POLICY FOR EVERY PURSE AND PURPOSE 
—— Qe 
Basil S. Walsh Bernard L. Connor John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Philadelphia, Penna. 




















can you 


Qualify for a general agency managership? 


Recruit and train new men? 


Show a record as a successful Life or Accident and Health producer? 


you can 


A company recommended by insurance analysts has openings for 
such men in Ohio, Indiana and Illinois, and 


A plan for financial backing in establishing a successful general 


agency, and 


A complete line of standard and special Life, Accident and Health 


policy contracts, and 


Adequate training and sales aids. 


if you are interested 


Address Box K-28, The National Underwriter 
175 W. Jackson Blvd. 
Chicago, Ill. 











though not on the TNEC, in order to 
have a congressional member at hear- 
ings; J. J. O’Connell, special assistant 


general counsel, treasury department; 
Isador Lubin of the labor department; 
Joseph Borkin of the department of jus- 
tice, and J. R. Brackett, executive sec- 
retary of the TNEC. 





S. F. Wong, who desired to secure a 
position in his native China, made ap- 
plication to the manager of the Ameri- 
can Asiatic Underwriters in Shanghai, 
China, saying in his letter: 

“IT am WONG SING FU. It is for 
my personal benefit that I write for a 
position in your Honourable firm. I 
have a flexible brain that will adapt it- 
self to your business and inconsequence 
bring good efforts to your Honourable 
Selves. My education was being im- 
pressed upon me in the Peking Univer- 
sity in which place I graduate Number 
One. I can drive a typewriter with 
good noise, and my English is simple 
and great. 

“My reference are of good class and 
shall you hope to see me, they will be 
read by you with great pleasure. My 
last job has left itself from me, for the 
good reason that the large man had 
Died. It was on account of no fault of 
mine at all. 

“So Honourable Sir, what about it? 
If I can be of big uses to you, I will 
arrive on the same date that you should 


L1@. 


guess. 
Two Salt Lake City Classes 


Two C.L.U. classes will be formed 
at the University of Utah, extension 
division, Salt Lake City, Sept. 15. Sec- 
tion 1 class will study parts 1 and 2 
of the course, while section 2 will grap- 
ple with parts 3 and 4. An enrollment 
of about 35 students is expected for 
each class. 














Davis Heads Houston Unit 


New officers of the Houston C.L.U. 
chapter are Roy Cox, Provident Life 
& Accident, president; M. H. Davis, 
Aetna Life, vice-president, and W. G. 
Baker, Franklin Life, secretary. Retir- 
ing president is E. A. Gross of the Pa- 
cific Mutual Life. Mr. Cox previously 
served as vice-president and Mr. Davis 
as secretary-treasurer. Houston Uni- 
versity will continue giving courses to 
prepare agents for C.L.U. examinations. 





Chapin Portland President 


At the annual meeting of the Port- 
land, Ore., C. L. U. chapter, Stanley D. 
Chapin, Mutual Life of New York, was 
elected president to succeed T. H. West, 
Phoenix Mutual; L. T, Stedman, Guar- 
dian Life, vice-president; H. E. Gurian, 
Mu‘ual Life of New York, secretary- 
treasurer. 

J. P. Williams, director educational 
advisory department American College 
of Life Underwriters, spoke. 





Williams Speaks in’ California 

Los Angeles chapter of C. L. U. has 
completed plans for the visit Aug. 28-30 
of J. P. Williams, educational advisory 
director American College, who will ar- 
rive from San Francisco. Meetings will 
be held each day. Aug. 28 he will ad- 
dress a meeting for managers and gen- 
eral agents on “This Business of Edu- 
cation.” Aug. 29 he will speak at a 
breakfast meeting for C. L. U. members. 
Aug. 30 he will address an afternoon 
mass meeting of life insurance men in 
the Pacific Mutual auditorium on the ad- 
vantages of the L. U. movement. 
Fred Pierce, president Los Angeles 
chapter, will preside. Wednesday other 
speakers will be Fred Duckett, J. R. 
Mage, Ron Stever and Floyd Forker. 
The new vear book of Los Angeles 
chapter will be distributed. 








Complete Program 
for General Agents 
St. Louis Rally 


(CONTINUED FROM PAGE 3) 


liged to cancel the engagement because 
of the pressure of duties in connection 
with his appointment to the new War 
Resources Board. 


Women’s Group Sets Record 


With 52 already qualified and other 
applications for admission still pending, 
the Women’s Quarter Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters has broken all 
membership records in its three-year 
history, it is announced by Helen 
Summy, Equitable Society, St. Joseph, 
Mo., chairman of the round table. 
Eighteen of this group will receive life 
memberships, signifying three consecu- 
tive years of qualification. The previ- 
ous high mark, in 1938, was 43. 

A full program has been arranged by 
Miss Summy for the meeting of the 
group which will be held Sept. 25 in St. 
Louis. The theme will be “Looking 
Forward,” and five noted women agents 
will head panel discussions. They in- 
clude: 

“Personal Success Factors,” Helen B. 
Rockwell, National Life of Vermont, 
Cleveland. 

“Meeting Situations of the Future 
Through Life Insurance: Financial— 
The Prospect of Means,’ Hermine R. 
Kuhn, Equitable Society, New York; 
“Social — Employer-Employe Coopera- 
tion in Insurance,” Sara B. Smith, Equi- 
table Society, Fairmont, W. Va.; ‘“Eco- 
nomic: 1. Income for Dependents,” Mil- 
dred Poindexter Miller, Penn Mutual, 
Kansas City; “2. Retirement Income,” 
Lillian L. Joseph, Home Life, New 
York. 

The speaker at the dinner meeting 
will be John A. Stevenson, president 
Penn Mutual Life. 








Reserve Loan Life Being 
Sold to Dallas Interests 


(CONTINUED FROM PAGE 1) 


fire insurance company, acquired con- 
trol of Reserve Loan Life. Voting con- 
trol of the majority stock of Fidelity In- 
surance Company is held by Fidelity 
Funding Corporation that was formed 
by Mayer Krechmer of Atlantic City 
and Frank Cohen of New York. Sev- 
eral of the former officers retired and 
Mr. Burns, who had been first vice- 
president, was elected president. Mr. 
Davis of the actuarial firm of Haight, 
Davis & Haight was elected first vice- 
president and treasurer. 

Mr. Murchison is an oil man and Mt. 
Wynne an attorney, interested in oil af- 
fairs. They maintain offices on the same 
floor with and their telephone is listed 
as the same as the American Liberty 
Pipe Line Company of Dallas. 








Carey Opens Office Sept. 1 


Emerson Carey, Jr., general agent for 
John Hancock Mutual Life, formally 
will open his offices in Denver in the 
Patterson building Sept. 1. John Han- 
cock has not had an agency in Colorado 
the past three years. Mr. Carey for- 
merly represented John Hancock 1 
Hutchinson, Kan., as an agent. He 1s 
a member of the Million Dollar Round 
Table. 





Curt Felix, secretary Mutual Life of 
New York, died Aug. 20, following 4 
heart attack in his home in New Yor 
City. He was 66 years old. On July 1 
he celebrated his 50th anniversary with 
the Mutual Life. He started as an of 
fice boy in the office of W. J. Easton, 
who was then secretary. He became 
an assistant registrar in 1906 and secre 
tary in 1933. 
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Sales Ideas and Suggestions 











Agency Bases Aggressive 
Campaign on Security Act 


NEW YORK—Contending that the 
social security act revisions present an 
unparalleled opportunity for agents, 
the C. E. DeLong agency of the Mu- 
tual Benefit Life in New York City is 
concentrating on aggressively capitaliz- 
ing the sales possibilities in the changes. 
For the past week the managerial staff 
has been holding meetings with the full 
time men, working out selling angles 
and providing the agents with detailed 
information on just what the social se- 
curity act will provide under various cir- 
cumstances and. where it leaves gaps 
which should be filled by life insurance. 
Right after the first meeting two agents 
went out and sold $31,000 of business 
on the social security approach. 

At the opening meeting A. V. Young- 
men, associate general agent, said that 
he hesitated to recommend a sales ap- 
proach without having thoroughly tried 
it out himself but that he believed the 
opportunities in the new act are so great 
that no time should be lost in capitaliz- 
ing on them. He and Ben Salinger, su- 
pervisor, put on a sales demonstration 
based on the social security approach af- 
ter Grant Sharpe, brokerage manager, 
talked on the technical details of the re- 
visions. 


“Manna From Heaven” 


Mr. Youngman said that while some 
agents’ first reaction to the social secur- 
ity act revisions was that the govern- 
ment had knocked the props out from 
under the life insurance business, the 
more he studied the act the more he 
was convinced that it is “God-given 
manna from heaven” for the agent. 

“Let’s not be Pollyannas,” Mr. 
Youngman continued. “Let’s look at it 
reasonably, without any whistling in the 
dark. It’s true there are some negative 
angles. The first might be that much 
life insurance has been sold for two pur- 
Doses: protection against acute depend- 
ency for families and protection against 
the insured’s old age. To a limited ex- 
tent the government has filled the needs. 

“It’s true that social security pro- 
vides a clean-up fund for the single man 
but how many policies do you sell to 
single men for clean-up? Most sales to 
single men are for retirement and the 
social security changes have knocked 
down the young single man’s retirement 
allowance. 


Helps Retirement Sales 


“Take retirement policies. You know 
you have sold a lot of retirement income 
to supplement social security. Our 
Brooklyn branch has been going to 
town with these sales. But it’s hardest 
to sell retirement income to men be- 
tween 45 and 55 years old because the 
Premium is so high. The new amend- 
ments increase the retirement allowance 
of middle-aged men anywhere from 25 
to 50 percent. This means that such a 
man can supplement his social security 
mcome with retirement income and get 
a decent income without very much ex- 
tra outlay, 

On the other hand, the younger man 
Sets less than he could have looked for- 
ward to under the old act. Here is a 
definite sale in replacing what the new 
amendment has taken away from his 
asp ni pee income. This calls 
¢ Sale of at at lea 
tight there” st $2,000 or $3,000 

tr. Youngman emphasized that the 
Sreatest use of the social security revi- 
sions would be in setting up new pro- 
one for the lower salaried groups and 
arranging existing ones to dovetail 











with the survivorship annuities which 
will be provided under the act. In their 
sales demonstration Mr. Youngman and 
Mr. Salinger brought out the need of 
using life imsurance to plug the holes in 
social security, particularly from the 
time the youngest child reaches the end 
of dependency, thereby causing his own 
income and that of his widowed mother 
to cease until she is 65; and for income 
to supplement the government’s pay- 
ments in order to bring the total income 
to the family up to what the prospect 
considers their absolute minimum re- 
quirements. It was indicated in the 
sales demonstration that one of the ob- 
jections to be overcome would be the 
prospect’s feeling that with the govern- 
ment doing so much for him he had less 
need of life insurance and perhaps even 
might want to drop some of his existing 
coverage. 

The expectation is, however, that 
sales will be made because it is easier to 
sell a man a well rounded insurance 
program than merely a piece. of one. 
Mr. Youngman said he had consistently 
found this to be the case. 

Mr. Salinger made the point that 
a prospect should be more willing to put 
$3 to $4.50 a month into life insurance 
if by doing so he could make his pro- 
tection program complete than he would 
to pay half that amount to buy a policy 
which would only be sufficient to make 





his program a little less completely 
inadequate. 

Following is the approach used by 
Mr. Salinger and Mr. Youngman in 
their sales demonstrations: 

“Mr. Prospect, the new social security 
amendments have given your family $5,- 
000 to $7,000 worth of life insurance 
at no additional cost. Because of this it 
is possible to make your own life in- 
surance worth more money to your fam- 
ily by rearranging it to fit in with these 
new benefits—at no additional cost. 

“Under the original social security 
act, if you live to be 65, you were to 
receive a life income. The amount of 
this income was determined by the to- 
tal amount of your salary on which you 
were taxed. Under the amended act, 
you will still receive a life income if 
you live to be 65. In addition your 
wife will receive after her age 65, an 
additional 50 percent of your income as 
long as you and she both live. 


Avoids Technical Details 


“The method of calculating your in- 
come is slightly different, but there is 
no need to go into the details of that 
now. Under the old act, if you died 
before reaching age 65 or if you died 
after beginning to receive an income at 
age 65, there was a certain death benefit 
payable to your wife. This death bene- 
fit was a lump sum of money determined 
on a percentage basis of the total 
amount of income on which you had 
been taxed. Under the new law, if 
you die before reaching. age 65, your 
wife will receive a life income when 
she reaches 65. 

“If you die before 65, your wife will 





Importance of Attitude 
Stressed by Jones 





The important part which attitude 
plays in the success or failure of an 
agent is strikingly related by Milton F. 
Jones, assistant supervisor of agency 
field service Travelers, in “Protection.” 

He says: “I heard of an agent who 
was brought up in a small town in the 
middle west and later moved into a large 
eastern city where he decided to go into 
the insurance business. For two years 
he practically starved and was able to 
keep going only because of the small 
surplus which he had accumulated be- 
fore entering the business. 

“During these two years he made sev- 
eral trips back to the old home town 
and was even thoughtful enough to be 
properly licensed in case any of his 
friends wanted life insurance. His old 
friends were always glad to see him, 
but in answer to their inquiry, ‘What are 
you doing—still peddling life insurance?’ 
he quickly changed the subject. 


Learned from Other Agent 


“At the end of this two-year period 
he happened to develop a friendship 
with one of the other agents in the office 
and upon one occasion this agent took 
him along on one of his cases. The case 
was closed and our agent was surprised 
at the ease with which this was accom- 
plished. The other agent talked about 
life—not life insurance. He talked about 
the plans for the boy’s education, retire- 
ment of the mortgage on the home and 
a living income for the wife and chil- 
dren. 

“A short time after this experience he 
made another trip to see his parents and 
his friends in the little town out west. 
Again the usual inquiry, “What are you 
doing—still peddling life insurance?’ he 
answered, ‘No,’ and they questioned him 
as to his present business. 








“His reply to them was in substance, 
‘No, I am not peddling life insurance— 
I am in a business of helping widows 
and children inherit homes instead of 
mortgages—of helping young fellows 
from small towns like this have at least 
an even chance with the city fellows. I 
am helping fellows build up their social 
security to a living figure, and if they 
are not eligible for social security, help 
them find a substitute.’ 


Sold Because He Believed 


“His response awakened an interest 
in those people with a result that in two 
weeks time he had written business and 
collected premiums on about $100,000 
worth of life insurance. The only change 
which had taken place was the change 
in attitude on the part of this agent. For 
the first time he believed in the thing 
he was selling. 

“Someone has said that an agent’s 
clients are usually a reflection of the 
agent himself. Another outstanding pro- 
ducer goes so far as to say that a man’s 
best prospects and his ultimate clients 
must be similar to himself in their men- 
tal makeup. If this be true, might it 
not be well for us to take time out and 
analyze our mental attitude toward the 
great business in which we are engaged? 


Must Believe in Service 


“The agent must believe religiously in 
the service that he can render to his 
friends and prospects through the me- 
dium of life insurance. He must be able 
to visualize a life insurance policy as a 
living thing—not a legal document, but 
food, clothing, shelter, school books— 
the rightful heritage to which his wife 
and children are entitled. Unless and 
until an agent can feel this he is not 
in. the life insurance business.” 





also receive an income as long as there 
are children under age 18. There will 
be a greater income paid, depending on 
the number of children under age 18. 
“You can readily see, Mr. Prospect, 
that the social security act is now tak- 
ing care of at least some of the things 
for which you bought your life insur- 
ance. In view of this, don’t you think 
it might be a good idea to coordinate 
the present arrangement of your life in- 
surance work in with the income pay- 
able under the new social security? 


Uses Graph Method 


“All right, we will draw a picture on 
this chart of what you want your life 
insurance and social security to do and 
I will then show you what your life in- 
surance can be made to do in coordina- 
tion with the new social security bene- 
fits.” 

By committing the prospect to a defi- 
nite minimum amount his family could 
live on the agent leaves the way open 
for the sale of insurance to cover the 
difference between the social security in- 
come and the needed minimum. An- 
other effective use of social security in 
selling is to suggest a program which 
omits social security. When the pros- 
pect says he’d like it but he can’t put $50 
a month into insurance, the agent asks 
him how he would like it if he could do 
it for $30 a month, letting social secur- 
ity take care of the difference. 


Sees Buyers of Baby Bonds 
As Good Insurance Prospects 


Prospects sometimes raise the objec- 
tion that they are buying a United 
States government baby bond each 
month. The fact that the prospect is 
buying the bonds indicates that he is 
interested in the future, is saving, and 
is a good prospect for life insurance, 
Joseph M. Gantz, general agent Pacific 
Mutual Life, Cincinnati, believes. Mr. 
Gantz would not have a prospect dis- 
continue his purchases of government 
bonds, for he is certain to have a few 
hundred dollars a year extra available 
for life insurance, he thinks. 

Mr. Gantz feels that the agent may 
be deterred from presenting a life insur- 
ance program when he knows that the 
prospect is purchasing government 
bonds, more through fear than for any 
other reason. Mr. Gantz tells his 
agents that the bonds are a fine invest- 
ment if the prospect knows how long he 
is going to live, otherwise life insurance 
is the only investment which insures 
that he will carry out his program to 
completion. 


Look at Best Salesman 

Manager L. S. Broaddus of the Guar- 
dian Life inj Chicago at one of his 
agency meetings had two home office 
men at hand. At this function he pre- 
sented a picture of the star salesman of 
the United States to each man. It was 
suitably wrapped as a gift. All opened 
the packages at the same time and found 
a mirror. Gazing into it they reflected 
their own countenances. Mr. Broaddus 
wanted to bring out his theory that 
when a man is discouraged a look at 
the best salesman in the country should 
inspire him. 











Enthusiasm in Action 
E—xcite prospects with enthusiasm. 
N—ever depend wholly on figures. 
T—ell advantages of acting today. 
H—ave your work well planned. 
U—se organized sales presentations. 
S—elect prospects carefully. 
I—nstill desire for income. 
A—nswer objections carefully. 
S—elect the prospect’s vital need. 
M—otivate with true stories. 
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Fraternals Vote to 
Study Project for 
Public Relations 


(CONTINUED FROM PAGE 4) 


phases as in the business of life insur- 
ance generally. 

The lodge must be revitalized, he said, 
so that membership therein’ will be a 
sought for privilege; it must be a live, 
dynamic force in~ the community. 
Therefore it must be large enough to 
have ample expense funds so as to make 
appeal through the opportunity it af- 
fords to contribute to the betterment 
of the community. 

Mr. Biggs noted a remarkable growth 
in junior membership in the last 10 
years, combined junior membership of 
N.F.C. societies for which comparable 
figures are available, being 802,281 on 
Dec. 31, 1938, against 621,892 at the end 
of 1928, a 29 percent increase. He said 
this advance apparently was not con- 
fined to any particular type of society, 
but was generally enjoyed. The growth 
in junior membership, he said, seems to 
be following the same trend as the adult 
membership curve followed prior to 
1920. 


Must Keep Juniors’ Interest 


Continuance of the trend, he said, de- 
pends largely on the ability of societies 
to sustain an interest in the work of 
junior branches, to provide incentive to 
become actively affiliated with adult 
branches when the youngsters reach 
their majority. It would seem, he said, 
that the transfer of eligible juniors to 
the adult branch is not in proportion 
to the number .of junior members be- 
coming eligible each year. This should 
be studied. It may. ;be a defect in a 
program that holds much promise for 
future progress of the fraternal system. 

Another important point to stress was 
that the societies’ obligation does. not 
stop with lump sum payment to the 
beneficiary. ‘More and more,” Mr. 
Biggs said, “does the death of the as- 
sured mark but the beginning of a new 
obligation—the safeguarding and ad- 
ministering of the insurance estate of 
the beneficiary, the better protection of 
the widow and the orphan. This com- 
paratively recent aspect of the proper 
servicing of a modern insurance con- 
tract has brought out new problems. 

“Neither must we neglect the all im- 
portant question of investment. We 
must seek and be permitted to seek a 
wider range for the effective utilization 
of our, available funds—to make our 
dollar do the most efficient work pos- 
sible for our members.” 

Falling off in adult membership is an 
especially difficult problem which the 
fraternals face. The lapse rate among 
old line life companies has been unusu- 
ally high during the denression period, 
but that of many fraternals has been 
extreme. The old line companies after 
a period of several years in“ which in 
spite of substantial production they 
showed a net decrease of insurance in 
force each year have overcome that ten- 
dency and are again advancing, but fra- 
ternals find this difficult. 

Another angle is taxation, which fra- 
ternals have escaped so far. The ad- 
dress of Superintendent Julian of Ala- 
bama at the Detroit convention, com- 
menting that licensing of fraternal 
agents, or field deputies, is inevitable 
and will be beneficial to societies, was 
significant to the trend of thought. 
Many states have sought to apply pre- 
mium tax to fraternals but so far failed. 
A number of fraternalists at Detroit felt 
that eventually despite their efforts. this 
would be done. They are now exempt 
because they are non-profit beneficial 
organizations. 








DECLARATION OF ETHICS 





An innovation was adoption of a dec- 
laration of business principles and ethics 
for the first time in congress history. 
The purpose is to unite all legal reserve 





societies in the United States and Can- 
ada for mutual information, improve- 
ment and benefit, and to secure united 
action in any matters affecting all. 

The declaration contains the pledge, 
“We pledge to the public that we shall 
continue. to so conduct the: business af- 
fairs of the entire fraternal benefit sys- 
tem that its best interests will be pre- 
served. Security of protection is the 
prime requisite of life insurance. Our 
efforts shall ever be directed to preserve 
that security of the protection and at 
the same time promote the fraternal 
spirit that has always prevailed in the 
lodge rooms of our societies.” 

Public confidence is inspired by united 
action, the declaration states, and greater 
improvement will be made possible in 
future by cooperation. Another pledge 
is to be fair and honest in all dealings 
with other societies and never to toler- 
ate any person who misrepresents facts 
about any competitive society. 


Pledge Proper Conduct 


The greatest good can come about 
through united effort to transmit to the 
public a true story of the sound values 
found in fraternal life insurance protec- 
tion, the declaration goes on. The con- 
gress societies pledge themselves to con- 
tinue conducting the societies to the best 
interests of members and to continue 
promoting fraternal activities. 

The field force is recognized in the 
declaration, which states: (1) Be hon- 
est, fair and upright in all their dealings 
with members, the public and competi- 
tors; (2) present all facts accurately to 
the policyholder or the prospective pol- 
icyholder; (3) give themselves unsel- 
fishly to their profession as life insur- 
ance counsellors; (4) be enthusiastic 
supporters of the plan of fraternal life 
insurance, and (5) be loyal to their re- 
spective organizations and management. 

“We pledge ourselves to make an 
honest effort to employ only men and 
women who will bring dignity and 
honor into our association,” the declara- 
tion states. This constitutes an. agree- 


ment comparable to but not so specific |. 


as the agency practices agreement of 
old line companies. < 


Pledge Compliance with Law 


The declaration winds up with a 
pledge constantly to strive intelligently 
to comply with laws and regulations 
under which the societies are operated 
and to give united support to insurance 
departments in their efforts to keep life 
insurance on a high business basis; also, 
through the lodge system, to give all 
possible assistance in spreading the prin- 
ciples of loyalty and dévotion to the 
constitutional and democratic forms of 
government and to promote greater ap- 
preciation of the opportunities found in 
the democracies of the American con- 
tinent. . 

The declaration was prepared by.a 
committee headed by N. J. Williams, 
president Equitable Reserve. 

Mrs. Clara B. Bender, Degree of 
Honor Protective, St. Paul, chairman 
junior membership committee, told ‘of 
the societies’ junior activities. ‘The 
younger people are especially. needed 
by fraternals, due to falling off of. adult 
membership. District conventions, she 
said, represent one of the most signifi- 
cant developments of recent years in 
attracting the young people. 

The report of A. R. Colvin, chairman 
field work committee, was read by W. 
E. Wright, A.O.U.W. of North Dakota, 
Mr. Colvin having left Detroit on busi- 
ness. 


Commends Biggs’ Suggestions 


A.- O. Benz, Aid Association for 
Lutherans, as chairman, reported for 
the committee on distribution, com- 
mending Mr. Biggs’ suggestion about 
improving public relations and urging 
that committees, study it; also the rec- 
ommendation on conserving adult and 
junior membership. 

Bernard W. Risse, fraternal super- 
visor Illinois department, spoke briefly, 
noting increasing. attendance at N.F.C. 
gatherings, from which he deduced 
there was a growing interest in getting 
together and jointly. solving problems. 

The open contract used by fraternals, 





he said, is no longer the bugaboo it was 
made out to be in the past. Sound legal 
reserve fraternals weathered the depres- 
sion. Inspection of their financial stand- 
ings, he said, will show the open con- 
tract has been a blessing. 

In the reports of section presidents 
to the main body, Dr. H. V. Hibshman, 
retiring president medical section, said 
the consensus. of that section in a dis- 
cussion of heart ailments was that these 
have been responsible for at least 50 
percent of insured deaths among N.F.C. 
societies. 


Report on Legislation 


Report of the committee on statutory 
legislation of which Rainy T. Wells is 
chairman, was read by E. W. Dillon, 
United Commercial Travelers. Seriously 
objectionable code revisions were de- 
feated in the last year and the tax sit- 
uation still is good, the report stated. 
The amended social security act, it was 
felt, would be more beneficial to socie- 
ties than the old act. An important is- 
sue commented on is effort in some 
states to require societies to issue only 
closed contracts. If such laws are 
passed, the committee stated, the socie- 
ties will have to reorganize their meth- 
ods completely and serious study of this 
threat was urged. 

J. E. Little, Maccabees, reported for 
the committee on revision of blanks 
that five changes of minor nature were 
approved. W. T. Eldridge is chairman. 

John Lang, secretary I.0.0.F., dis- 
cussed hospitalization plans which are 
being considered by fraternals. A tele- 
gram was read from Frank E. Hand, 
head of the I.0.0.F., announcing that 
society has inaugurated in Ontario and 
southern California a complete hospital- 
ization and medical care plan. What the 
effect of non-profit hospitalization asso- 
ciation plans will be on fraternals is 
yet to be determined, Mr. Lang said, 
and this activity must be closely 
watched. 


Condition of Societies Shown 


Eugene H. Pakes, Woodmen Circle, 
reported as chairman on the state of 
orders and ‘statistics, noting net loss oi 
40,000 members by. N.F.C. societies in 
the last year. Acquisition cost averaged 
only- 6.9 percent, he said, and adminis- 
tration cost only slightly over 14 per- 
cent. 

A memorial. service was held in the 
closing session, exemplified by Macca- 
bees and directed by Harriet: William- 
son, for 30 fraternalists of:note who died 
in the year, including Herbert P. Orr, 
president Gleaner Life, who was killed 
in an-automobile accident with his wife 
the first morning of the convention, and 
Judge J. C. Karel of Milwaukee, past 
president N.F.C. F. F. Schwarz, great 
commander Maccabees, Ohio, gave the 
address. 

About 700 fraternalists went on a 
cruise, Maccabees being hosts. Macca- 
bees head office held an open house and 
dance during the convention. 

The N.F.C. made more progress at 
Detroit in its publicity efforts than ever 
before. Daily newspapers devoted a 
great amount of space to the news, 
printed many pictures and several edi- 
torials on the value of fraternal life in- 
surance protection. 


Detroit Arrangements Elaborate 


The general committees in charge of 
Detroit arrangements were highly 
praised for their complete plan. There 
were 13 committees, President Biggs 
being in charge of reception, all under 
the direction of the Michigan Fraternal 
Congress executive committee headed 
by M. Norrington, Gleaner Life. 


Features were 12 usherettes provided by [| 
the Protected Home Circle organization | 


of Detroit, directed by Forrest E. Cris- 
well, Detroit, state manager, and page 
girls for the sessions were supplied by 
Maccabees. 





M. G. Braheny, for several years past 
assistant superintendent Prudential in 
New Haven, has been promoted to su- 
perintendent of the district in Norwich, 
Conn. Mr. Braheny succeeds E. O. 
Rodier, retired on disability. 
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Security Revision | 
Opens Market for 
New Type Policies 





(CONTINUED FROM PAGE 1) 


Devising of a contract to cover this 
interval would be fairly simple actu- 
arially. It would be a deferred term- 
certain annuity. It would not be a life 
annuity for it would be designed to 
cease at age 65, at which time the 
widow would receive her social security 
payments. Such a contract would not 
be “deferred” in the usual meaning of 
the term, since a deferred annuity usu- 
ally begins a specified number of years 
after the insured’s death, as in the 
typicaj deferred survivorship annuity. 


Double Contingency Involved 


The complication in devising a special 
supplementary policy would be in covy- 
ering the possibility that, in the event 
of the head of a family dying while there 
are dependent children, the widow’s in- 
come from social security would be cut 
off by death of one or more minor chil- 
dren. While there is a limitation in the 
law that monthly payments to a widow 
and her children may not exceed twice 
the primary retirement benefit or 80 per- 
cent of the average monthly wage, 
whichever is smaller, a family whose 
breadwinner dies after the act goes into 
effect Jan. 1 might receive anywhere up 
to $82.40 a month. To receive this in- 
come there would have to be three 
minor children but even if there were 
only one the family could receive up 
to $51.50 a month, 


Depends on Child’s Survival 


If a widow were solely dependent on 
this income, she would be in a bad way 
financially if the child should die. Con- 
sequently, it would be extremely desir- 
able from a sales point of view to have 
the supplementary policy cover not only 
the gap between the youngest child’s 
18th birthday and the widow’s 65th 
birthday, but also the chance that social 
security income would cease earlier than 
the child’s 18th birthday because of 
death. In this connection it should be 
noted that it is less necessary to insure 
the child’s interest in its mother’s con- 
tinuing to live, since the child’s benefit 
is not affected by the mother’s death or 
remarriage. 


Possible Legal Snags 


A policy which would cover a 
widowed mother’s insurable interest in 
a _ minor child might run into trouble 
with laws of certain states which limit 
the amount of insurarice that may be 
carried on the life of a child. In that 
event, if there were sufficient demands 
for a policy of this type it would be 
necessary to seek modification ofthese 
laws. Since the laws were passed to 
prevent speculation on children’s lives 
and even the possibility of children be- 
ing murdered for their insurance, there 
should be no conflict between the pur- 
pose of the law and a social security 
supplementary policy, for the widow 
would have just as much interest, finan- 
cially speaking, in keeping the child 
alive, as in having it die and collecting 
the insurance, provided the amount of 
life insurance income were enough less 
than the social security income to offset 
any danger of speculation. 


General Agents Visit U. S. Life 


The international aspect of the United 
States Life was given emphasis with the 
arrival at the home office of four gen- 
eral executives from different parts 0 
the world. The visitors are: J. A. Black, 
Brainard & Black agency, Hawaii; Wil- 
liam Burrell, manager, life department 
Elizade & Company, Philippines; H. L 
Yung, director, . Eastern Agencies, 
Shanghai and Hong Kong, also Malaya- 
Java Agencies, Singapore and Batavia; 
and Max R..Stempel, general agent, 
Canal Zone. 


















































The New 
Headquarters 
of the 


CHICAGO 
ASSOCIATION 
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@ Make The LaSalle your office . . . your home 
. .. your headquarters when in Chicago. It is 
in the very heart of the insurance and finan- 
cial districts, close to the theatres and shop- 
ping district. 

@ New in decoration and furnishings. Large 
comfortable newly furnished rooms. 

@ Dining and dancing in the Blue Fountain 
Room. 


COCKTAIL LOUNGE @ COFFEE SHOP 
Reasonable Rates 
“Foremost in Friendliness” 


James Louis Smith 
General Manager 


LA SALLE HOTEL 


Chicago 

















AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR. W. L. MOODY, Ill 
President Executive Vice-President 
GALVESTON, TEXAS 


v 


GROWTH OF COMPANY 


THIRTY-FOURTH ANNUAL STATEMENT, DECEMBER 31, 1938 


GROSS INCOME .......... $ 21,064,262.25 
Increase over previous year, $1,579,237.17 

PREMIUM INCOME ......... 17,463,665.02 
Increase over previous year, $1,189,784.20 

ee 74,672,002.62 
Increase over previous year, $7,251,122.00 

INSURANCE IN FORCE...... 704, 193,732.00 


Increase over previous year, $32,564,307.00 
PAID TO POLICYHOLDERS 


SINCE ORGANIZATION .................0+. 90,703,492.44 
Industrial and Ordinary 


Operating from Coast to Coast, from the Great Lakes 
to the Gulf, in Cuba, Puerto Rico and Hawaii 


Friendly - Progressive - Strong 









































HOST 2% 





Tue endless procession of great events and distin- 
guished guests at this famous Washington hotel, never 
fails to thrill the discriminating travelers Pee a 
standard of service which conforms with their individual 
requirements in comfort, hospitality and services. That 
is why they make The Mayflower their home when 
visiting the National Capital. Rates are no higher than 
less finely appointed hotels. 


AIR CONDITIONED BEDROOMS 
RESTAURANTS AND LOBBIES 


Single Rooms from $4 Double Rooms from $6 
All with bath, of course 


The ITlAVFLOWER 


WASHINGTON, D. C. 
R. L. Pollio, Manager 
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THREE PERCENT NET LEVEL PREMIUM 
PARTICIPATING POLICIES FOR MEN, 
WOMEN, AND CHILDREN. 





THE STATES IN WHICH IT OPERATES 
INDICATE ITS CHARACTER 


New York Illinois 

Maine Wisconsin 
Vermont Michigan 
New Hampshire Minnesota 
Massachusetts lowa 
Connecticut Nebraska 
Rhode Island North Dakota 
New Jersey California 
Ohio Washington 





MEN WHO BELIEVE THEY HAVE GENERAL 
AGENCY QUALIFICATIONS MAY OBTAIN FULL 
PARTICULARS BY ADDRESSING THE AGENCY 
DEPARTMENT. 


NOTHING BETTER IN LIFE INSURANCE 









































LIFE VIEWS IN THE NEWS 
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A truly huge demonstration by societies’ drill teams, drum and bugle corps, R. O. T. C. and marching units, and other 
groups, staged at the Detroit convention of National Fraternal Congress, is shown saluting the reviewing stand in Briggs 
stadium at the state fair grounds there. Some 204 units comprising about 4,000 persons took part on the floor, and in the 
tiers of seats were some 8,000 other fraternalists who attended the convention or the events of International Fraternal Week. 
The drills and a parade and Mardi Gras in downtown Detroit were features of Fraternal Demonstration Day at the fair, and 
made an impressive display. 


Group at Lamar Life annual agency convention in New Orleans. 

Reading from left to right, seventh person seated in the front row. Dr. J. O. Segura, vice-president and medical 
director; W. D. Owens, vice-president and secretary; J. Y. Webb, Texas manager; and P. K. Lutken, president. Following 
the convention the All Stars sailed aboard the steamship “Dixie” for the New York fair. 


(Left) new officers of the National Fra- 
ternal Congress elected at the Detroit 
annual convention are: Top row, left to 
right—N. J. Williams, president Equitable 
Reserve, Neenah, Wis.; T. R. Heaney, sec- 
retary Catholic Order of Foresters, Chi- 
cago, and J. V. Abrahams, Security 
Benefit, Topeka, Kan., executive commit- 
teemen; C. L. Biggs, recorder Maccabees, 
Detroit, retiring president, and John P. 
Sekerak, president, Greek Catholic Union 
of Russian Brotherhoods of the U. S. A., 
Homestead, Pa., executive committeeman; 
front—Alex O. Benz, president Aid Asso- 
ciation for Lutherans, Appleton, Wis., 
vice-president of the N. F. C., and Miss 
Frances D. Partridge, secretary Woman’s 
Benefit, Port Huron, Mich., new N. F. C. 
president. 





SCENES FROM INSTITUTE 


OF LIFE INSURANCE 
NEW MOVIE, “YOURS 


TRULY, ED GRAHAM.” 


aime (Mickey Kuhn) was disappointed 
when the postman turned up without his 
model airplane. But his mother (Fay Helm) 
tells him the insurance check the postman 
brought is much more important. 


—X LER 


ae 


“DON’T TOUCH ME,” cries the bride-to- 
be, (Eleanor Stewart), “I’m all covered 
with soot.” They are walking off the dimen- 
sions of their dream house and Larry (Jack 
Chapin) has stood Wilma in the fireplace. 


— 
j 
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IN THIS HOLLYWOOD-PRODUCED 
TALKING PICTURE Ed Graham brings 
out that an insurance man gets a lot 0 
satisfaction out of his work. He is seen 
above registering some of that satisfaction. 





